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NALU Policy, Work, Highlighted $45.5 Million Of 
In Midyear Committee Reports 


WASHINGTON, D.C.—NALU’s cur- 
rent policy and activities in such areas 
ys federal and state legislation, life 
‘ ce merchandising, association 
education and training, and public re- 
lations are reflected in the midyear 
committee draft reports, which are 
peing distributed to members of the 
NALU national council. 

The draft reports will be discussed 
at meetings of NALU committees in 
Fort Lauderdale, Fla., April 17, during 
the association’s midyear meeting. The 
reports will then be received by the 
national council, and—as amended and 
corrected—become NALU policy when 
approved by the board of trustees. 


Report Highlights 

Highlights of the draft committee 
reports are as follows: 

Federal law and legislative com- 
mittee—Rep. Eugene J. Keogh of New 
York has once again introduced a bill 
to permit self-employed individuals to 
set up tax-deductible retirement plans 
(HR 10). It seemingly bears a much 
closer resemblance to the radically- 
amended version approved by the Sen- 
ate finance committee last year than 
it does to the bills which were intro- 
duced by Rep. Keogh ir previous ses- 
sions of Congress. 

After preliminary review of HR 10, 
the committee recommends that 


Utah's Feb. Gain 
In Ordinary Sales 
Leads Other States 


Utah showed the greatest percentage 
increase in ordinary sales in February 
of all the states, with Alaska placing 
second and District of Columbia third, 
according to LIAMA. Their respective 
percentage increases were 39%, 30% 
and 25%. 

As for percentage increases in or- 
dinary sales for the first two months 
of 1961, Alaska led with 33%, Utah 
was second with a 30% gain and Mon- 
tana third with 21%. 


Md. Legislature Blocks 


Variable Annuity Sales 


Both houses of the Maryland legis- 
lature have passed a bill which would 
amend the definition of the word an- 
nuities in the insurance code, limiting 
them to fixed dollar sums, and, in ef- 
fect, blocking the sale of variable an- 
Nuities in the state. The bill had the 
backing of Commissioner Sears. 

The legislature also passed a bill 
which permits the department to limit 
the investment of capital and reserves 
of out-of-state and foreign life com- 
panies in common stocks, real estate 
and other investment forms. 

Both bills were enacted for one year, 
at the expiration of which the depart- 
Ment. expects that a new insurance 
code, currently being drafted, will be 
adopted. 
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NALU actively attempt to have HR 10 
amended to remove a present obstruc- 
tion to the use of individual life in- 
surance and annuity contracts as 
funding media, and that if the neces- 
sary amendment or amendments can- 
not be obtained, the association oppose 
enactment of the bill. 


Two Bills Introduced 


NALU has been successful once 
again in obtaining introduction in Con- 
gress of two identical bills to amend 
the internal revenue code so as to give 
recognition to debit agents as “outside 
salesmen” for the purpose of arriving 
at their adjusted gross income on page 
1 of federal income tax form 1040. 

It is also recommended that NALU 
undertake to have introduced in and 
enacted by the 87th Congress a bill 
which would amend section 101 (a) 
(2) (B) of the IRC dealing with the 
income taxation of the proceeds of life 
insurance transferred for value. Pur- 
pose is to exempt from such taxation 

(CONTINUED ON PAGE 10) 


Program Ready 
For LIC Meeting 
At Miami Beach 


MIAMI BEACH, FLA.—A large at- 
tendance is expected here for the 51st 
anniversary meeting of Life Insurers 
Conference April 12-15. The afternoon 
of the first day will be devoted to 
executive and standing committee 
meetings. On April 13 there is a “first 
timer’s breakfast” foliowed by the first 
general session. R. Howard Dobbs, 
president Life of Georgia, will give his 
address as president, and Martin B. 
Williams, executive vice-president of 
the conference, will report. An address, 
“That’s the Spirit,” by Bill Gove, sales 
consultant and lecturer, completes the 
morning session. Following the forum 
for the smaller companies, an annual 
feature for a number of years, the 
afternoon session will be devoted to 
two forums, one for representatives of 
companies having annual industrial re- 
ceipts under $5 million, and another 
for companies having industrial re- 
ceipts over $5 million. 


Briggs To Speak 


The agenda for April 14 includes 
talks by John L. Briggs, vice-presi- 
dent and director of public relations 
Southland Life and president of Life 
Advertisers Assn., “Company Commu- 
nications”; Blake T. Newton, executive 
vice-president Institute of Life Insur- 
ance, “Hobson’s Choice,” and Rear 
Admiral William Mott, judge advocate 
general U.S. navy, “A Ringside Seat 
at World Events.” A business meeting 
and the annual election follow. 

The chief speaker after the business 
reports on April 15 is Sen. Strom Thur- 
mond of South Carolina. Following 
this there is a company management 
panel, “What’s Bothering You?” with 
W. R. Lathrop Jr., president Southern 

(CONTINUED ON PAGE 21) 





Insurer Shares Are 
Sold In One Day 


NEW YORK—By all odds the largest 
sale of insurance stock occurred April 
4 when, in one day, an 83-firm syndi- 
cate of which Morgan, Stanley & Co. 
and Wood, Struthers & Co. were joint 
managers, disposed of $45.5 million of 
Travelers, Hartford Fire and Connec- 
ticut General shares. These were the 
Aetna Life holdings in these compa- 
nies. They consisted of 157,850 shares 
of Travelers, which went at $115 a 
share, 257,176 shares of Hartford Fire 
at $64, and 56,000 shares of Connecti- 
cut General Life at $210. 


Shows Growing Acceptance 


The quick disposal of the shares is 
regarded on Wall Street as testimony 
to the growing acceptance of the 
growth character of insurer stocks by 
the investing public. 

The $45.5 million sale followed by 
approximately a month the sale of $22 
million of Aetna Life stock by Travel- 
ers. That sale also was handled by a 
group headed by Morgan, Stanley & 
Co. and Wood, Struthers & Co. It con- 
sisted of 218,000 shares at $102. 


Record Attendance At 
NALU Midyear Expected 


All advance indications point to a 
record attendance at NALU’s midyear 
meeting in Fort Lauderdale, Fla., 
April 16-20, with reservations at two 
of the three participating hotels al- 
ready filled up. It is expected that 
attendance this year will exceed the 
previous midyear high of more than 
400 set in Miami Beach in 1949. 

Several reasons are being given for 
the optimistic forecast of a record- 
breaking meeting, among which is the 
fact that this will be NALU’s next 
to last midyear meeting. The associa- 
tion will discontinue midyears after 
January, 1963. 

Also, the host association, Broward 
County Life Underwriters Assn., has 
been actively promoting attendance in 
all Florida local units and in adjacent 
states. 





LIAMA Embarks On 
Program To Try Out 


‘Teaching Machine’ 


Studies Will Show Whether 
New Learning Methods Are 
Adaptable To Life Agents 


HARTFORD—LIAMA has embarked 
on a project to determine whether a 
new system of 
learning that has 
proved highly ef- 
fective in other 
fields can be ex- 
pected to produce 
similar improve- 
ment in teaching 
life agents. The 
system is based on 
the use of “auto- 
instructional” texts 
(A.I.T.), frequent- 
ly called pro- 
gramed texts or 
programs for “teaching machines.” 

The idea has been under study by 
LIAMA for two years and LIAMA has 
just signed a contract with American 
Institute for Research of Pittsburgh 
for the joint construction of an auto- 
instructional text covering basic know- 
ledge of life insurance. The main pur- 
pose in constructing such a text, ac- 
cording to S. Rains Wallace, LIAMA 
director of research, is to have a ve- 
hicle for evaluating this new training 
technique. Preparation will begin im- 
mediately, and the A. I. T. is expected 
to be available for experimental use 
by member companies early next year. 

A basic feature of the A. I. T. is that 
it presents the material in a series of 
small, easily understood segments. Aft- 
er each segment, the trainee is re- 
quired to answer a question, and he 
is told at once whether he is right or 
wrong. The segments are arranged so 
that each new piece of knowledge is 
introduced only after the trainee has 
mastered the information necessary for 
understanding it. 

The construction of any auto-in- 

(CONTINUED ON PAGE 18) 


S. Rains Wallace 





Brendan Byrne, 
executive director 
of American Heri- 
tage Foundation, 
left, presents the 
foundation’s out- 
standing citizen- 
ship award to Cecil 
J. North, president 
of Metropolitan 
Life, as Frederic 
W. Ecker, chair- 
man, looks on. 
Metropolitan re- 
ceived the award 
for its nationwide 
campaign in 1960 
to persuade voters 
to inform them- 
selves on election 
issues and to con- 


tribute to the programs of political parties. 
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N.Y. Life Assets 
Over $7 Billion; 
1960 Sales Up 4.3% 


New York Life’s assets at the close of 
1960 were $7,157,885,018, an increase 
of $234,337,825, 
and total group 
and individual 
sales for the year 
were $3,022,085,- 
603, up 4.3%, ac- 
cording to Clar- 
ence J. Myers, 
chairman and 
president, in a re- 
port to policyhold- 
ers. 

The yield on 
mean invested as- Clarence J. Myers 
sets in 1960, after deduction of fed- 
eral income taxes, was 3.5% as com- 
pared with 3.38% in 1959. Before fed- 
eral taxes, net yield was 3.9%, as 
against 3.82% a year earlier. 

Premium income was $668,616,228, 
an increase of 6.9%. Living benefits 
totaled $294,582,162, a gain of 5.1%, 
and death benefits were $159,947,911, 
up 7.9%. Health insurance benefits 
amounted to $57,061,104, an increase of 
14.3%. 


In Force Up 7.4% 


Life insurance in force rose to $24,- 
043,900,323, a 7.4% gain. 

Assets at the end of 1960 were in- 
vested as follows: $3,624,132,360 in 
bonds, $1,973,515,884 in first mortgages 
on real estate, $321,393,369 in preferred 
stocks, $241,299,143 in common stocks, 
and the remainder in real estate hold- 
ings, policy loans and other invest- 
ments. 

New long-term investments made 
during 1960 totaled $371,976,591. Of 
this amount, mortgage loans totaled 
$182,997,848, compared with $177,863,- 
967 in 1959; $130,452,708 was invested 
in bonds, as against $202,423,817; $23,- 
422,855 went into purchases of prefer- 
red stocks, compared with $13,294,202, 
and common stock purchases went up 
to $27,380,096 from $12,597,531 in 1959. 





House Committee Won't 
Rubber Stamp Kennedy 
Social Security Bill 


WASHINGTON—The House ways 
and means committee has refused to 
go all the way with President Ken- 
nedy in his proposed five-point amend- 
ment to the social security law. The 
bill is expected to be taken up in the 
House after the Easter recess. 

It is estimated that under the bill’s 
provisions, 3.6 million social security 
beneficiaries would receive higher ben- 
efits. 

However, the committee did not 
vote, by half, the tax increase recom- 
mended by the President, nor did it 
vote to increase the wage base, to 
liberalize the disability program, to 
increase widow’s benefits 13142% (only 
10%), nor increase the minimum ben- 
efit from $33 to $43 per month (only 
to $40). 

The ways and means committee re- 
ported it would recommend the follow- 
ing, changes in law: 

—The minimum benefit will be 
raised from $33 in the case of the pri- 
mary insured to $40 per month. 

—The widow’s benefit will be 
raised from 75% to 821%% of the 
amount of the primary insured hus- 
band. 

—The retirement age for men will 
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In another step 
in Mutual of New 
York’s promotion 
of its brand name 
—MONY—a new 
flag, bearing the 
company’s famous 
initials, is about to 
be hoisted to its 
position on a third- 
story flag pole 
overlooking the 
front doors of the 
home office in 
New York. Prepar- 
ing to do the first 
raising of the flag 
are President Ro- 
ger Hull, right, and 


James V. Edwards, president of the Broadway Assn. The red, white and blue 





flag, which weighs 10 pounds and covers an area of 150 square feet, will be 
used occasionally at business conferences. Smaller replicas will be provided to 


certain agencies. 





Month-End Bid Prices Of Insurance Stocks 


Bid prices as of March 30 on the 
following list of insurance stocks is 
submitted by Cartwright, Valleau & 
Co., Board of Trade Building, Chicago. 
This is the list that appears monthly. 














































Company 12/31/59 12/30/60 3/30/61 
IIIT ssciccscnguegsaastboenteneniniie 805% 96 125 
DEINE, TIC occecccniinccovsesessssssvecsnsee 76 91% 102 
Aetna Life ..... . 85% 97% 101% 
Agricultural ..... 28 31% 29 
All Am. L.&C. 10 842 11% 
Am. Equitable . 18% 19% 22% 
Am. General .... 3342 30% 42% 
PASE, RD © sikcdrivesietanseesssceevenane 40 41 47 
American ........... 26% 27% 305% 
Am. Motorists 14 17 17% 
Am. National ... 85% 7% 12 
Am. Reins. ....... 42%. 41 5 
Bankers Nat. Life ................. 19 22 2812 
Bankers & Ship ........c..0.cc0 57 55 7 
Ben. Std. Life ............0c000 15% 15% 22% 
Boston 33 31% 
BMA 40 42% 66 
Cal.-West States ......cscs0 564% 50% 5614 
a re 34 32% 34% 
Combined _ ...........00 33 37 63 
Commonwealth Life 21% 21 29% 
Conn. Gen. Life ...... 354 208+ 
Continental Assur. 155 180 242 
Continental Cas. ...... 72 874% 106 
Continental 5442 56%2 59% 
Corroon & Reynold 14% 15 17% 
Crown Life ........ 167 225 280 
Crum & Forster 68 72 87 
Employers Reins 53 61% 67 
Empl. Group Assoc. .......... 36 39% 41 
Farmers Und. Assn. 35 42 52 
SE ee OE 53% 57% 70% 
MUIR TED .cinstneosesipensetpoesin sescanessvenie 45* 4334* 54* 
Fireman’s Fund 51% 53% 58 
BRRMTE TABS ....cccceccsvecinccoseecee 77 76% 10034 
General Am. Corp. 170 157 171 
General Reins. . 91 121 131 
Glens Falls ............ 34 39% 40% 
Government Emp 88 89 113 
Govt. Empl. Life 59% 64% 83 
Great BG WATERS 43 4942 63% 
Grt. Am. Life Und 680 770 050 
Grt. Southern Life ................ 83 69 79 
Great-West Life .............c000 344 395 590 
Gulf 37% 34% 37+ 
ME HMMIIDD: ~ asssuseccaansvacecinsbansconssés 20% 18% 23% 
SS eae ee 39% 42% 441% 
Hartford Fire ........ 50% 57% £65 
art. Steam Boile 8642 91 102 
Home 53 63 59 
Ins. Co. of No. Am. .......06 65 77 85 
Ins. Shares Cert. ......... 29% 34% 41 
Interstate F. & C. . 15% 14% 19% 
Jeff. Std. Life ........... 48% 42 56% 
Jersey 35 34 33 
K. C. Life .......... 1420 1340 1630 
a ee a 33 39 
Liberty Natl. Life ... 62% 58% 51** 
Life & Cas. ........ 22 16% 19 
Life Companies .........cccccceee cece 13% 12% 
Life of Va. ........ 50 5642 78 
Life Ins. Investors 17.64 1789 2106 
Lincoln Natl. Life ........ 98 92 113 
Maryland Cas. ....... 36% 36% 42% 
Mass. Bonding 36% 39 21, 
Mass. Indemnity . 39% 39%, 43% 
Mass. Protective ... 6 69 89 


Merchants Fire .......... 


be reduced to age 62 on an optional 
basis with an actuarial reduction. 

—tThe insured status provision will 
be changed from one quarter of cov- 
erage out of each three quarters elaps- 
ing between 1950 and the date of 
reaching retirement age to one out of 
four such quarters elapsing. 

—The foregoing provisions would 
become effective with respect to the 
first month beginning on or after 30 
days after enactment, and would be 
financed by an increase of %% 
each on employers and employe, and 
3/16% on self-employed, effective 
Jan. 1, 1962. 








Company 12/31/59 12/30/60 3/30/61 
Midwest Un. Life .................. 36 37% 42 
Monumental Life .................. 57 5642 6612 
National Fire ............ wee 142 123 126 
National L. & A. 115 114% 139 





National Old Line w- 15% 15% 24% 
National Res. Life ................ 158 148 167 
National Union .... w+ 36% 40% 44% 
Nationwide Corp. ..... 37% 28% 31 
New st. Cas. ....... 48% 62 4 
New Hampshire ................... 1 52 57% 


(CONTINUED ON PAGE 23) 


Maccabees Get 


License To Operate 
As A Mutual 


Commissioner Blackford of Michigan 
has issued a license to the Maccabees 
to operate as a mutual life company. 
The company is beginning its opera- 
tions as a mutual company under the 
name of Maccabees Mutual Life. 

The Maccabees has been an inter- 
national fraternal society since 1878. 
With the mutualization, its operations 
will be broadened to encompass addi- 
tions to its portfolio of life programs 
in all areas in which Maccabees Mu- 
tual will operate. 

Maccabees Mutual Life is the largest 
mutual insurance company domiciled 
in Michigan. Details for the organiza- 
tion of an independent corporation to 
handle fraternal aspects of the society 
are being completed. Lawrence F. Ayer 
is vice-president and director of agen- 
cies of Maccabees Mutual and is re- 
aligning the assignments of new 
agency operations. 

The company has assets of more than 
$133 million. Total insurance written 
to date amounts to $520 million with 
$403 million in benefits paid. 





Hunting Is President 
Of Security-Conn. Life 


David G. Hunting, agency vice-presi- 
dent of Security-Connecticut Life, has 
been elected presi- 
dent. 

Mr. Hunting en- 
tered the life in- 
surance business in 
1948 with New 
England Life, serv- 
ing both as an 
agent and later in 
the home office. In 
1952, he was ap- 
pointed general 
agent of a scratch 
agency in Phila- 
delphia. 

He joined Security-Connecticut in 
1959 as agency vice-president, the posi- 
tion he held until his election as presi- 
dent. 





David G. Hunting 
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Program Of Events 
At Health Agents 
Annual In New York 


The program has been compls 
for the annual convention of 
national Assn. of Health Underwy; 
at the Waldorf Astoria Hotel, 
York, June 11-14. 

V. J. Skutt, president of Mutua, 
Omaha, will open the meeting wit, 
keynote address, and will be follow, 
by Sen. Robert S. Kerr of Oklahop, 
co-sponsor of the Kerr-Mills yj 
who will explain why early action ip 
plementing his bill at the state Jes; 
lative level is important if the ingy. 
ance industry is to avoid a nation) 
administered program of health j, 
surance for people over age 65, 

Orville E. Beal, executive vice-pr. 
ident of Prudential, will speak at i, 
luncheon on Monday. Title of his x 
dress will be “Intelligent Use of Yo, 
Two Greatest Assets.” 

A panel discussion moderated } 
Robert B. Mitchell, vice-president ayj 
executive editor of THE Nation, 
UNDERWRITER, will discuss  currey 
trends and developments. Panel pq. 
ticipants will include Davis W. Greg 
president of American College; Lory 
E. Powell, managing director of Lit 
Underwriter Training Council; Alfre 
G. Whitney, associate director 4 
LIAMA’s research division; Robert } 
Neal, general manager of Health Ip 
surance Assn., and James R. William 
vice-president and general manager of 
Health Insurance Institute. 

A sales panel of producers, under 
writers and claim people will be fea- 
tured Wednesday morning. 

Julius L. Ullman, president of the 
Perrin general lines agency at Nev 
York, is general chairman of the meet- 
ing. 





























Pan-American Elects 
E. F. Holtzman A V-P, 
Fridley Chief Actuary 


Pan-American Life has elected E- 
ward F. Holtzman, former senior ac. 


Edward F. Holtzman Richard M. Fridley 


tuary, a vice-president, and has ap 
pointed Richard M. Fridley, actuary, 
to the position of chief actuary. Mr. 
Fridley will be in full charge of the 


company’s actuarial services with 
James R. Gillan, actuary, working 
with him. 


Mr. Holtzman joined Pan-Americat 
in 1920, became assistant actuary 
three years later and associate actuary 
in 1952. 

Mr. Fridley, a fellow of Society 
Actuaries, has been with the compally 
since 1957, became assistant actuary 1 
1958 and actuary a year later. 


The A. Russell Atwater agency o 
Crown Life, which has been at Phila- 
delphia, has moved to 354 Lancaster 
Avenue, Haverford, Pa. The Philadel- 
phia phone number is TR 8-2848. The 
local number is MI 2-2441. 
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MERCHANDISE 


Paul Revere’s leadership in the noncancellable 
Health insurance field reflects a broad and aggres- 
sive merchandising program in such specialized 


and expanding disability markets as . . . 


key man white collar 
partnership travel 
professional mortgage 


By providing specialized training and visual sales 
presentations, Paul Revere’ merchandising pro- 
gram equips the agent to expand his number of 


Health insurance policyholders. 


Moreover, the successful administration of this 
program is a fundamental reason why Paul Revere 
representatives are also continuing to develop 


their natural Life insurance markets successfully, 


THE PAUL REVERE LIFE INSURANCE COMPANY « « « 


WORCESTER, MASSACHUSETTS * * Canadian Head Office HAMILTON, ONTARIO 





Noncancellable Health Insurance, Hospitalization, Major Medical, Life and Group Insurance 
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Pan-American’s 50th 


Anniversary Marked _ Mayor aeLesseps 
S. Morrison of New 


By Two Celebrations _ orleans, right, pre- 


The golden anniversary of Pan- sents Crawford H. 
American Life’s founding was com- Ellis, chairman of 
memorated by home office employes Pan-American 
and by many civic leaders of New Life, center, and 
Orleans in two separate celebrations. John ¥. Ruddock, 

The anniversary was kicked off with President, a proc- 
founders’ day ceremonies in the home, Iamation naming a 
office auditorium, where tribute was Pan-American 
paid the chairman and lone surviving Life sf Insurance 
founder, Crawford H. Ellis. Week” in New Or- 

Pan-American was also honored leans, during which 

| with a reception and banquet in the the company cele- 
international room of the Roosevelt brated its 50th an- 
| Hotel by the City of New Orleans, niversary. 
International House and New Orleans 

Chamber of Commerce. Commissioner 

Hayes was speaker at this event. 

The home office ceremonies were ca; Wallace B. Schmitz, vice-president, 
attended by some 450 persons, includ- employer-employe benefits, and Rich- 
ing company directors, officers and ard L. Hindermann, vice-president, 
home office employes. Participating in public relations and personnel. 
the program were Mr. Ellis; John Y. On behalf of employes, officers and 
Ruddock, president; Kenneth D. Ham- directors, Mr. Ruddock presented a 
er, senior vice-president; Fritz G. bouquet of 51 yellow roses to Mr. Ellis, 
Lindley, vice-president, Latin Ameri- representing the years the company 


NEW LIFE COMPANY NEEDS 
EXECUTIVE VICE PRESIDENT 


Midwest location. Owned by small group of men familiar with Life 
| Insurance business. $1,500,000 Capital and Surplus. No stock for 
| 
| 





sale except that reserved for executive who may want STOCK 
OPTION. 
Now needs capable leader for management and direction. Excellent 
opportunity for man doing well at present but, for various reasons, 
may have too long a wait for deserved advancement. 
Ages 30 to 40. Five years life insurance experience mandatory. 
If interested, send resume giving experience, qualifications and 
present salary. All replies held in strict confidence. Write E. H. 
Brown, President, E. H. Brown Advertising Agency, 20 North Wacker 
Drive, Chicago 6, Illinois. 
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has been in business, with an extra 
rose for the future. 

In commemoration of*the anniver- 
sary, each home office employe was 
presented with a small individually 
packaged birthday cake, and was treat- 
ed to a birthday luncheon in the cafe- 
teria. 

Messrs. Hamer, Lindley and Sch- 
mitz presented Mr. Ellis with hun- 
dreds of applications written in his 
honor in a founders’ day sales cam- 
paign. 

Indiana Underwriters To Meet 

Indiana Home Office Underwriters 
Assn. will hold its monthly dinner 
April 12 at Indianapolis. Prior to the 
dinner, members will meet at the New 
York Central railroad yards at Avon 
for a look at a new electronic train 
control center. 

Insurance Men On Financial Panel 

At a meeting of National Assn. of 
Financial Analysts Societies at Rich- 
mond, Va., May 3, a panel is sched- 
uled featuring J. V. Herd, chairman 
Continental; Frazar B. Wilde, chair- 
man Connecticut General Life, and 
Charles A. Taylor, president Life of 
Virginia. 








Traffic Stopper! 


Office Support. 


E. KirK MCKINNEY, JR., President 





You’ll get the eager attention of a constant stream of prospects with Jeffer- 
son National’s MASTER MONEY BUILDER—today’s newest and most 
unique concept of life insurance. You'll get even more traffic-stopping 
action when this “Master Plan” is combined with any of our 30 Par and 
Non-Par ordinary and extraordinary Life plans. 


Now add the finest Non-Can A & S, a highly competitive Group portfolio, 
Audio-Visual Films, and the “Powerful Idea” sales track, and it’s under- 
standable why JNLmen never wait in traffic for the light to turn green. 


Naturally, they profit from Top Commission Contracts—Lifetime Re- 
newals—V olume, Persistency and Recruiting Bonuses—Financial Assist- 
ance—Field Training Seminars—Pension Plans and Unexcelled Home 


JEFFERSON NATIONAL 


INDIANAPOLIS 4, INDIANA 


CLUIUHCE 
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Otter Cash Sick 1eg, estn 
Bills In Eight Stategf 
Rebuffed By Three: 


, Me 
Eight state legislatures in their » 

rent sessions have received compl er é 
sory cash sickness bills, and three 
semblies have already rejected th 
The bills were killed in Massachygul® 

North Dakota and Nevada, i , 
Michigan, Minnesota, Tilincis Be ney Mar 
and Missouri the measures are ga 
pending. ‘ 
The proposals are patterned afi 
laws in three states: California, whl” 
permits private insurers to compil...: 
with the state fund, Rhode Isaypr™ 
where a monopolistic state fund is a You 
ministered as part of the unemply.F 203 vice 
ment act as in California, and Nevi. a. Sa 
York. In the latter state, the lyf. tator al 
which is administered by the wo.) law | 
men’s compensation commission, lin, ad Barbe 
its the weekly tax on employes ail tal assc 
requires employers to pay the balang persons 






































































































A rundown on the pending legig, Mr. Mar 
tion shows that the New York-tpf ont couns 
bills in Minnesota and Michigan gf.” pis na 
still in committee, as are two Calify, we ce bre 
nia-type bills in Hawaii. In Illinois ify pellwoo 
bill is undergoing a hearing conducts . tists he 
by a judiciary subcommittee, and j, - to et 










Missouri a hearing is expected in Ap 
Both measures are of the Califor; tages of al 
variety. ; paid for b 
The legislation in Massachusetts mally be 
ceived its earliest demise in five yeanf jnancing 
never having got out of committee, Inf hank loan: 
troduced for the first time in Nort! jt was : 
Dakota, the Rhode Island-brand pr Jaint that 
posal got a do-not-pass in the senat neous talk 
committee and attempts to overridll thorized a 
this on the floor were beaten. The intended t 
Nevada legislature adjourned, leaving 
the California-type bill to die in com. 


mittee. 
Opposition to the bills in Ilinoi 
Nevada and Massachusetts was led by 
EE 


investment 





























E. H. O’Connor, managing director 9 
Insurance Economics Society, and a s0- 
ciety spokesman appeared against the 
legislation in North Dakota. 

Only four states—California, New Alvin 
York, Rhode Island and New Jersey: 


have compulsory cash sickness laws ce 
the last being enacted in New York in 

1949. Since then 199 bills have bea INS 
introduced in 23 state legislatures ani I 


all have failed to pass. The deluge off _—_- 
proposals has slowed down to a trickk 
in the last five years, according to M. 
O’Connor, who attributes this to the BOWLE: 
large amount of group coverage that 
has been written. MAN 


— E 
Pa. Agents Caravan Will || foman 
Visit Four Cities: Osler 
Heads Roster Of Speakers Haig} 


Pennsylvania Life Underwriter 
Assn.’s annual sales caravan will visit 
four cities from April 11 to 14 2801 No 
Wilkes-Barre, Allentown, Lancaster ' 
and Altoona. 

Speakers at the four meetings will 
be Robert W. Osler, president of Un-{ 
derwriters National of Indianapolis, 
who will discuss “Are You Shortchang- E. P. 
ing Your Client,” Carl P. Lundy, mant- 
ager of Prudential at Philadelphia, 
who will cover business insurance and 
how to keep sales in this area simple} | Bourse B 
and John Z. Schneider, manager 
Connecticut General at Baltimore, 
whose speech is titled “Life Insuranctéy — 
—Fundamental Selling.” HARR 

Dates and places of the various 
meetings are Wilkes-Barre, Mayfait 
Club, April 11; Allentown, Americus 
Hotel, April 12; Lancaster, Hostetter’s 
Banquet Hall, April 13, and Altoons, 
Penn Alto Hotel, April 14. aoa 
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States estment Man Sues 


Three te Managers Assn. 
ved a “Ter Tape Recording 


Dan A. Kaufman, president Dan A. 
man & Co. general agency of 







Massachuses! vethwestern Mutual Life, and Life 
da, whi ncy Managers of Chicago are being 
NOis, 4 in superior court at Chicago by 
res are sil. nael D. Marcus for return of a tape 


wording Which was made during a 





‘terned tell session at the midwinter 
ari. Whi sting of Chicago Dental Assn. In 
oO wh 





jdition to Mr. Marcus, appearing on 







> fund ig nofore You Expire”’—were Robert B. 
> Unemply.f mor, vice-president Continental As- 
a, and Ney ance; Sam Saran, NBC news com- 
te, the lay ontator and Owen Rall of the Chi- 





the 








iental association. There were some 
400 persons in the audience. 
isk yr, Marcus heads his own invest- 
Miment counselling firm at Chicago un- 
M jer his name, is an attorney, an in- 
5 surance broker and chairman of Bank 
hel of Bellwood, Ill. In his talk before the 
ei dentists he gave examples of various 
; ill ways to coordinate an insurance and 
ed in Ap investment program and cited advan- 
+ Califor; tages of an investment program to be 
















It was stated in Mr. Marcus’ com- 
plaint that any use of his extempora- 















































the senat#i neous talk at the meeting was unau- 
O Override thorized and that the defendants had 
aten. Th intended to bring him into ill repute 
2d, leaving 
ie in com. 
in i 4b) 
as Jetolt/!! ACTUARIES 
lirector ¢ ® 
and a so. 
gainst the 
Teena Alvin Borchardt & Company 
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ave been INSURANCE ACCOUNTANTS 
tures and Detroit Atlanta 
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fetter’s 10 South La Salle Street 
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LIFE INSURANCE EDITION 


by editing the tape and replaying it 
before the managers’ group. 

According to eyewitnesses, there 
were at least three tape recorders in 
operation in view of the panelists, 
none being employed surreptitiously. 
According to the co-defendants, none 
was owned, operated or arranged for 
by them. 

A telegram to Mr. Kaufman from 
Gale L. Marcus, an attorney and a 
brother to the plaintiff, asking that 
the tape be turned over to Michael 
Marcus in lieu of a suit for a substantial 
sum of money was read at the man- 
agers’ regular meeting last week. Also 
read was a complaint for injunction 
served on Mr. Kaufman and the man- 
agers as co-defendants when the stip- 
ulations of the telegram were not met. 
Contents of the complaint follow in 
part: 

Mr. Marcus contends his _ talk 
amounted to a lecture; that some per- 
son or persons unknown to him and 
unauthorized by him, made or caused 
to be made a tape recording of his 
lecture delivered extemporaneously to 
the dental association. 

At all times he retained full own- 
ership of this lecture and the title 
thereof, Mr. Marcus said, including 
all rights. He has never licensed or 
authorized the use of the lecture at 
any time or in any manner whatso- 
ever. 

Mr. Marcus says he is informed that 
Mr. Kaufman and the life managers 
association, or both of them, will edit 
the recording “so as to change the in- 
tent and meaning of . . . statements 
so as to seriously damage his repu- 
tation and standing and to bring him 
in ill repute.” 

The defendants should be enjoined 
permanently from replaying the lec- 
ture submitted and recorded without 
authority, Mr. Marcus said, and they 
should be required to pay such dam- 
ages as he has sustained. He also 
wants the tape recording. 

Lawrence A. Berman of Berman & 
Woodruff, Chicago law firm, appeared 
in court later in the week, represent- 
ing the life agency managers. The 
temporary injunction against the man- 
agers’ group was denied and the en- 
tire matter held over until Friday of 
this week. 


North Central Co. Buys 


Boston Mutual Fund 

North Central Co. of St. Paul has 
assumed management of Wall Street 
Planning Corp. of Boston, a contractual 
plan company for the accumulation of 
shares in Wall Street Investing Corp., 
a mutual fund. 

North Central Co. operates North 
Central Life and North Central Finan- 
cial Planning Corp., and last month 
took over management of Maine Fidel- 
ity Life. Included in the acquisition is 
the Boston sales organization of Wall 
Street Planning Corp., which is cur- 
rently selling contractual programs in 
Wall Street Investing Corp., at the 
rate of about $5 million a year. 

The proposed acquisition will enable 
North Central Co. to make available a 
mutual fund investment along with 
its insurance program. 


Sales Thought To Be Record 

Legal Reserve Life of Los Angeles, 
in its first year of operation, wrote 
$41,217,755 of new business, an amount 
the company believes to be a record 
for first-year production. The company, 
which does a large volume of mil- 
itary business, expanded to Hawaii and 
Alabama during the year. 


Life Vending Machines 
To Operate Soon 
In 12 More States 


Life insurance sold by vending ma- 
chines soon will be available in 12 
more southern and western states as a 
result of contracts signed by American 
Buyers Life of Phoenix and World 
Land Corp. of Denver. 

Under terms of the agreement, 
American Buyers will become the 
insurer for World Land’s_ vending 
machines in Mississippi, Louisiana, 
Arkansas, Oklahoma, New Mexico, 
Arizona, Nevada, Idaho, Wyoming, 
Oregon, Utah and Washington. World 
Land is awaiting a ruling from the 
Colorado insurance department before 
placing its machines in that state. 

World Land used the Dallas-Fort 
Worth area as a testing ground for the 
machines, utilizing filling stations, 
drugstores and groceries. These poli- 
cies were underwritten by American 
Empire Life of Austin. William R. 
Cunningham, president World Land, 
reports sales of life insurance at the 
rate of 25 cents for a seven-day period 
“are going extremely well in the Texas 


one of the 





100 Occidental Of 
California Agents 
Wrote $1 Million In ‘60 


For the first time in Occidental of 
California’s history, each of its 100 
leading agents last year produced $1 
million or more of paid life volume. 

Earl Clark, vice-president in charge 
of agencies, said that the average for 
the year was $1,811,173 among the 100 
leaders, up $139,990 over 1959. 


ICEDS To Meet May 16 

Insurance Company Education Direc- 
tors Society will hold its 1961 meeting 
May 16-19 at Wagon Wheel Lodge, 
Rockton, Ill. Campus-company rela- 
tionships will be featured in lectures 
and discussions. Inquiries about regis- 
tration should be directed to Frank 
Horner, 3099 South Washington Av- 
enue, Madison 1, Wis. 





test area.” 

Coverage in other states eventually 
will be underwritten by World Life 
Assurance Corp., now in the process of 
being formed as a Colorado company 
by World Land. 


| n one of the 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Contiol Life 


ASSURANCE COMPANY, 


DES MOINES 6, IOWA 


Progressive and competitive, yes ... but not 


at the expense of financial security 





$175 Million 
$144 Million 
$620 Million 
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Not Enough Qualified Agents Being Added, 
Manpower Workshop At LIAMA Rally Hears 


The current manpower situation in 
the life insurance business was the 
subject of one of the workshop sessions 
held at LIAMA’s agency management 
conference in Chicago. 

Arnold Berg, vice-president and di- 
rector of agencies Indianapolis Life, 
the moderator, listed five reasons why 
insurance business needs more 


the 


agents to market its product: Explod- 
ing population growth; expanding 
economy with increased personal in- 
comes and subsequent increase in dol- 
lars for savings and investment; the 
need to bring up life insurance sales 
to equal the growth of the economy 
in the past 20 years, which now calls 
for 2% times as much life insurance; 
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increase in life span and subsequent 
needs of widows, or for retirement 
income, and the scarcity of men in the 
most productive age bracket—ages 24 
to 44—who are becoming fewer in 
relation to the total population. 

While all of these conditions have 
been taking place, the ratio of ages to 
the population has been falling, he 
said. “We are not adding enough 
qualified salesmen to tap the potential 
market for our product.” 


No Complete Answer 

Howard W. Kraft, vice-president and 
director of agencies Ohio State Life, 
said there is no complete answer to 
this important part of the business, 
“but we do understand and recognize 
the problem. However, it seems the 
moment we think we have an answer, 
marketing circumstances come along 
to change the situation.” Recruiting is 
no problem, he continued, wherever 
there is a well-trained, good general 
agent who understands his job, his 
opportunity and the tools with which 
he has to work. The situation works in 
reverse, however, with the general 
agent who is that in name only. 

Mr. Kraft’s company is meeting the 
situation by trying to build a program 
which will instill confidence in their 
general agents. In 1958 an inventory 
was taken of the training material and 
procedures of both Ohio State Life and 
Columbus Mutual, and neither com- 
pany had what was felt applicable to a 
joint operation, he said. Development 
of a field inspired and directed training 
program was embarked upon and one 
of the outstanding general agents was 
retained to advise and contribute to 
the program. 

On many occasions the _ general 
agents were personally contacted and 
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their suggestions solicited. Out of 4, 
came an induction training proce, 
which has helped to instill confiden, 
in the general agent towards the j, 
he must do—namely, be able to +: 
his men by having the use of = 
tools, he said. 

The program also include: a reyigj, 
of the sales material, and a defini 
pattern was established for a », 
selling vehicle which the Comnes 
adopted and named “Security Survey 
Selling.” 

Another part of the program y, 
the adoption of LIAMA 
course, which is given by mail, 
project follow-up handled by the fj 
men. Those general agents who sho 
by their work that such a school woyJ 
benefit them are sent to LIAMA’s ty, 
week school. Previous to this, two-day 
workshops are held in connection wij 
planning conferences. One day is q 
voted to recruiting and the other ;, 
training and supervision. 

Also, the A&S program was cop. 
pletely revised, he said. This was done 
to help the general agent to reen 
new men, since it was felt that » 
A&S sale might be easier and there 
help offset the financial problem, | 

N. D. McDonald, agency vice-pre, 
dent Empire Life of Canada, said hj 
company seeks personnel in the 25 ; 
40 age group with reasonable suceg 
patterns. These people are sough 
through centers of influence and pr 
sent field organizations, but the com 
pany takes a “jaundiced look at ney; 
paper ad recruiting.” In the main, 
recruits are sold on the job or sold 
the company, he said. “We do sub 
sidize like most companies in som 
form or another. 

“On this type of recruiting over th 

(CONTINUED ON PAGE 19) 





Now... 


We are proud of the fact 
that we are now providing 
over $2 Billion of life 
insurance protection for 


beneficiaries. This is an 
increase of over $325 
million during 1960 and 
means that thousands of 
new policyowners have 
selected Liberty National 
as their life insurance 
company. We appreciate 
their confidence in us and 
pledge our best efforts to 
continue to deserve it. 


Frank P. Samford, Jr., President 





a $2 BILLION COMPANY 22° 


our policyowners and their 


LIBERTY NATIONAL LIFE INSURANCE CO. 





HOME OFFICE: Birmingham, Ala. 
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: Small group plans 
giving you a king-size headache? 


LET MINI-GROUP,” Nationwide’s new 10-to-24 plan, solve your problem. Never before 
such flexibility of coverage for small groups. Five hospital-surgical schedules (includ- 
ing in-hospital medical expense) on a 70 or 31 day basis—plus weekly income, life insur- 
ance and accidental death and dismemberment. Even dependent life for families where 
statutes permit. Specified dread disease and supplemental accident optional with any 
plan. Standard commissions paid monthly plus renewals. Complete administration by 
Nationwide—claims paid from office nearest policyholder... your time’s your own after 
sale. For complete MINI-GROUP” sales kit, contact your nearest Nationwide group 
office or write Group Sales, Dept. N, Nationwide, 246 No. High St., Columbus 16, Ohio. 







Fr dar Red A Bod Sy the company that created SECURANCE 













Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 
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Regulation Of Marketing Is Analyzed 


The February issue of Columbia Law The authors point out that discrim- 
Review carries an article on the regul- ination among policyholders may re- 
ation of insurance marketing by Spen- sult from interest-free credit on prem- 
cer S. Kimball, professor of law at iums, disproportionate premium loan 
University of Michigan, and Bartlett values, and overcharges—especially 
A. Jackson of Sullivan & Cromwell, where the agent places an undesirable 
New York law firm. risk. More subtle types of overcharg- 

The article describes unfair market- ing occur when an agent fails to return 
ing practices of agents, the methods of the full amount of premium due to 
regulation and administration of such insured on a canceled policy, or where 
practices by state insurance depart- lending agencies, also licensed to sell 
ments, and possible ways to improve insurance, condition loans on the pur- 
regulation. chase of policies. Conversely, some 


prospective purchasers may be induced 
by such rebates, by tying the insur- 
ance to the placing of business with 
the purchaser, or by placing free in- 
surance in return for the purchase of 
commodities. 


Common Practices 


Deceptive practices, the study found, 
include not only innocent and inten- 
tional misrepresentations as to policy 
terms and pertinent non-policy facts, 
but failure to explain features of the 
policy where the agent is found to 
have a duty of disclosure. Also com- 








The Equitable Life of Iowa provides all kinds of sales aids; 
Sales Promotion pieces designed to help sell more kinds and 
more volume of life insurance. Field associates of “The Key 
Company” know they can grow with these sales aids. 
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monplace is the coercive D: actice 
inducing insured of another comps 
to cancel his policy and to purchy 
















insurance with the agent’s co 

Moreover, certain unfair practi, AME F 
are harmful to competing insure» ican 
companies and agents, the aptjutime 1960 
notes. Salient abuses stem from , » $10,735. 






famation of competitors and piracy gi sas ” 
1 ’ tee 


customers by notification to ip 
of another company of the expirat,#" 
of his policies, followed by the 
of insurance with a new agent. 

Agents’ abuses affect their 
companies as well as competitors INTE 
range from the writing of fictitin ode 
policies to the dating back of cancel, wrance it 
tion to the date of issuance, so as if more the 
preclude the earning of any premiuny } ver 1 
Agents have also used for their oy Pint in 
purposes company funds received in 4.51% 
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advance of the time they must accoun Flicy issuc 
for them to the company. Feeviot 
Department Procedures geen 

ihe individ 


The article also analyzes the regu. Brregse in 
tory processes of state departmeny 
and notes that they vary in their trey. N. | 
ment of certain unfair practices, Tyg North Ca 
licensing process is traced, as are th assets durin 
methods of investigating unfair pra. 514,792 to 
tices. Prosecution of these practices j force at yea 
either formally by court proceeding qa gain of $1 
by department hearing, or info was $14,379 
are similarly explored, with a pg.gto $9,906,0 
ticularly interesting development gf amounted t 
the method of informal persuasion a 
insurance company may employ , Pl 
curb unfair practices. Such a metho Pacific a 
may operate directly on the agent con. rate ot “ 
cerned, or indirectly through urging with 
the agent’s insurance company to take fore federa 
remedial action. In this connection, after. The 
both the constitutional ramifications and 3.79%. 
of informal procedures and the role of —> 
agents’ associations are discussed. .. 

v 


Recommends Redefinition in securitie 


Finally, the article covers the solu. surplus inc 
tion of particular problems of regu 393,291, an 
tion, with emphasis on misrepresenta- serve for . 
tion, twisting, and rebating, the prac. benefits ap 
tices that are most often encountere 
and which are most injurious to conm- 
peting agents. In order to improve RC 
existing legal controls, the article re. Royal Ne 
commends a narrower redefinition off reports ins 
offenses to enable enforcement to bef increased $ 
effected within practical limits and tof 151799 at 
provide for more efficiently directed $180,717 88 
allocation of department budget funds, allied ) 
P big authors conducted research in 

he departments of Connecticut, Ill- 
nois, Kansas, Michigan, Montana, New ard Con 
Jersey, New York, Texas, Utah ani} N.Y, Life 
Wisconsin. The article is part of 4 New Y 
project concerned with rate making Bs . 
rate regulation and actuarial laws each oy 
Two earlier articles covered the rang M 
of activities of the Utah and Montan ome al 
departmenits. i 


Sun, Md., Lists Honors mab, i 


Sun Life of Baltimore has announced 4d unive 
these award winners: “manager of the} TY 
year” and winner of the presidents 
trophy and a leadership award, Law- 
rence Kahn, Cleveland; “pioneer man- 
ager of the year” and winner of a pres 
ident’s trophy, Francis J. Eberle, Chi- 
cago; “field manager of the year” ani 
president of the Management Club 
Robert Limerick, Baltimore; “agent 
the year,’ Vincent Falabella, Phila 
delphia. Presentations will be mad 
at the agency convention in May # 
Miami. 










TOUR EUROPE WITH 
MICHIGAN AGENTS 
Combine business with pleasure—join the Mich 
igan Association in this exciting visit to Londoa, 
Paris, Berlin, Rome, Vienna, Oct. 6-22. 
chure write Marsilje Agency, Holland, Michigem 
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AMERICAN HOME LIFE 
‘ ican Home Life reports assets 
the ts ing 1960 increased from $9,962,998 
an ica $10,735,637. Surplus increased to 


a ol 98185. Sales of ordinary amounted 
tc racy @ : $7,851,949 and insurance in force 
no Ut eased to $53,210,992. Premium in- 
11 xDiratigfie reached a new high of $1,215,307 
rent, ipod investment income went up to 


their 922. 
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e Good News In Life Company Statements 


to beneficiaries and living members 
were $8,635,150. 
SUN LIFE OF BALTIMORE 

Sun Life of Baltimore’s assets in- 
creased more than $7 million in 1960 
and exceeded $117 million at year- 
end. Legal reserves at the close of 
the year amounted to $95,219,460 and 
security reserves reached $3,199,286. 
Capital and surplus totaled $8,198,423. 
Insurance in force increased $48.5 mil- 


some $637 million at the end of the 
year. 


UNITED OF CHICAGO 

United of Chicago had a record year 
for sales and earnings in 1960. The 
company ended the year with assets of 
$126,055,696, an increase of $12,589,- 
570. The gross surplus increased $4 
million (20.7%) to $23,735,147. At Dec. 
31 the company had $772 million life 
insurance in force, an increase of $64 
million. Total income last year was 
$84,643,850, with investment income 
totaling $5,491,385. The net rate of 


9 


deducting investment expenses except 
income tax, was 4.16%, compared with 
4.10% in 1959. Net earnings per share 
before payment of dividends was $2.33, 
up 25% from 1959. The directors have 
approved quarterly dividends of 18 
cents for 1961 and an extra of 10 cents 
payable on June 1. This will be an 
increase in cash dividends of 29% over 
the 1960 rate. The company’s new 41- 
story home office building, the tallest 
marble office skyscraper in the world, 
is progressing on schedule and will be 
ready for occupancy late in 1961 and 
will be fully completed early in 1962. 


etitors, ani INTERCOAST MUTUAL : return on total invested funds, after 
of fictitioy, Intercoast Mutual Life reports life 
of cancel. wance in force at year end stood 
©, SO ashi more than $60.5 million, a gain of 
Premiums feog5 over the previous year. Net in- 
their ow ent income was 5.14% compared 
Ccelved infiith 4.51% in 1959. The average life 
St accoun; icy issued was $11,009, up from 
the previous year’s $9,860. Over-all 
premiums increased 33% and 


lion, bringing the total in force to 


’ N. C. MUTUAL LIFE 
tices. The North Carolina Mutual Life reports 
AS are the § assets during 1960 increased from $64,- 
fair prac. §514,792 to $67,600,990. Insurance in 
Practices | force at year end stood at $277,186,658, 
Ceeding o,f a gain of $12,746,625. Premium income 
nformally {was $14,379,954 and surplus increased 
h a panfito $9,906,084. Investment in bonds 
pment gfamounted to $40,270,070 at year end. 


tr PACIFIC MUTUAL _ 
a metho Pacific Mutual enjoyed its highest 
gent con. rate of investment earnings in 24 
zh urging years with a net return of 4.36% be- 
ay to take fore federal income taxes and 3.85% 
ff after, The return last year was 4.22% 
vite eel and 3.79% 
he alee Assets increased $18 million to $614,- 
ssed 616,721, almost half of which was in- 
; vested in mortgage loans and 36.2% 
in securities. Contingency reserves and 
the sol. surplus increased $5 million to $38,- 
vf regula. 393,291, and $6.6 million was in re- 
serve for 1961 dividends. Policyholder 
"benefits amounted to $80 million, and 
"B insurance in force rose $96 million to 
3 to cule $2,785,538,906. 


improve ROYAL NEIGHBORS 
rticle re-f§ Royal Neighbors of Rock Island, II1., 
nition off reports insurance in force during 1960 
nt to bef increased $4,070,541 to a total of $451,- 
ts and tf 151,789 at Dec. 31. Assets increased to 
directed $80,717,888. New paid for insurance 
et funds§ amounted to $20,986,000. Benefits paid 


search in 
na’ Nerf 2d Consecutive Year For 
tah anil N.Y, Life College Grants 
art of a + 
| New York Life, for the third con- A NM >] . 1 IC 
C ) See A MINOR MIDAS TOUCH 
he rang! each of the 40 state and regional 
Montans groups affiliated with Independent 


College Funds of America. 

The unrestricted grants will provide 
| financial assistance to the nearly 500 

public, private and parochial colleges 
snounced§ aid universities throughout the coun- 
or of thes try. 
esident’s} New York Life’s original college 
d, Law-§ grant program, begun in 1951, was re- 
er mal- stricted until two years ago largely to 
f a pres-§ fostering life insurance education at 
rle, Chi-§ the collegiate level. The company will 
sar” and§ continue to make grants for this spe- 
t Clubj cific purpose, in addition to giving 
or Support to the funds. 


Effective use of corporate funds for short-term investment is one of the high- 
est skills of corporate finance ofhicers. 

More and more companies of all sizes are making effective use of short-term 
securities in the management of current funds. While the dollar volume of 
income from this source is not great compared with normal operating income 
—it can be important to net earnings under today’s high operating ratios. 


For 50 years we have been specialists in making primary markets in the full 
range of short-term investments. We are able to meet the most exact require- 
ments of volume, quality, variety of issues and maturity scheduling. We can 
probably help you find the right security for the right length of time in your 
specific situation. 

The current edition of our 24-page booklet, “Short-Term Investments,” 
gives full and clear descriptions of various instruments for investing tempo- 
rary funds. For your own reference copy, please address Department Ff. 


B sows 


&HUTZLER 


Members of the New York Stock Exchange 


SIXTY WALL STREET 


NEW YORK 5S N.Y. 

BOSTON + PHILADELPHIA + CLEVELAND 

CHICAGO SAN FRANCISCO + DALLAS 
PALM BEACH 


e madef Old Line Life reports the H. R. 

May af Buckman agency of Milwaukee led all 
other agencies during 1960 for the 16th 
consecutive year. 


Midland Mutual Life has named 
William E. Whipple of Columbus, O., 


GENTS 
Mich 
: Londos, er Performer” for best all 
i ae performance during February. 
has been a member of the com- 

Palty’s Millionaires Club since 1957. 
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Midyear Committee Reports Highlight NALU Policy, Work 


(CONTINUED FROM PAGE 1) 
the proceeds of any policy transferred 
to any individual having an insurable 
interest in the insured. 


Social Security Activities 


Social security committee—materi- 
als and information distributed by com- 
mittee are being used by state associa- 
tion committees for coordinating fed- 
era] legislative action to educate key 
opinion leaders and general public as 


Cc. CARLTON COFFIN, JR. 
Los Angeles, California 


JERRY J. COURSEY, JR. 
Long Beach, California 


~ CHARLES H. GIBSON 
El Paso, Texas 


~ 


GEORGE W. JACKSON 
indianapolis, Indiana 


JOHN T. LEACH 
Wichita, Kansas 





WARREN E. CLARK 
New York, New York 


C. CARTER SCHNEIDER 
Cleveland, Ohio 


to the true nature of social security 
and misuse of insurance terminology 
in OASI. 

NALU filed a statement with House 
ways and means committee opposing 
President Kennedy’s five-point pro- 
gram for liberalizing social security 
(as embodied in HR 4571). Encour- 
agement is given to state law and 
legislation committees’ endeavors to 
achieve necessary state action to im- 
plement the federal-state program of 


Helping Men to Grow! 


A pioneer in many fields, Connecticut Mutual Life 
held its first school in sales management for super- 
visors 28 years ago. This was one of the first such 
schools in the industry and has been part of our 
management training program ever since. 

The men pictured here have been appointed CML 
general agents in these cities since January 1960. 
Some of them became general agents for the first time, 
others were transferred to larger responsibilities. All 
eleven of them were CML supervisors, and attended 
our school in sales management. Many other com- 
pany policies and activities—including a publication 
especially for supervisors—aim at helping men to 
grow to increased management responsibilities. 

In 1960 every general agency appointment but 
one was a promotion from within our own sales 


organization. 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD 


Dividends Paid to Policyholders Every Year for 115 Years 


Akron, Ohio 


ALFRED J. BEAUCHAMP 
Rutland, Vermont 


WILLIAM C. SCHUBERT, JR. 


health care for the aged (HR 12580). 

The committee will take all neces- 
sary steps to vigorously oppose Presi- 
dent Kennedy’s health care proposal 
(HR 4222), which would provide 
health care for the aged under the 
social security system. 

More than 750 associations and in- 
dividuals have purchased the NALU 
slide-narrative, “Can We Have Sound 
Social Security?” 

Affairs of veterans and servicemen 











































T. BERTRAM ANDERSON, JR. 
Columbus, Ohio 


WARREN C. SMITH 





San Antonio, Texas 


Apiil 8, jfor 


committee—NALWU is again w 
all-out campaign against Sen. Ry 
Long’s bill (S. 977) to reopen the 
of National Service Life Insurang 
well over 14 million veterans, 
would each once again be lig 
to buy up to $10,000 of NSLI, 
On four previous occasions Ng 
has played a leading role in help; 
prevent Senator Long’s proposal f 
being accepted by the House ag 
amendment to bills it previously pag, 
Sen. Long attributes NALU’s o 
sition to his measure as being regp 
sible for cutting down the numbe 
co-sponsors this year to only 31 
against 55 in the 86th Congress, 
The committee chairman and hg, 
quarters aide have met with offig 
of the Department of Defense aj 
misleading sales methods of some gg, 
panies that engage in direct mail y 
licitation of parents of men 
inducted into the armed forces, 
NALU is hopeful that the Defegf 
Department will give more favorit ; 
response to the association’s positigt 
with respect to part time solicitat, 
and sale of life insurance by milit 
personnel on or in military insta 


ser conti 
tions, the sale of mutual fund sha. 


Committe 


and other securities on military inf jtions—pP 
stallations, and the adoption of a gj NALU’s CO! 
gle uniform set of regulations gover nat any N 
ing the solicitation and sale of life jy till eligibl 
surance on all military and naval iff <ociation- 
stallations. still retair 
Opposes Federal Regulation ALU nat: 

Committ 


State law and legislation commit tere is 
tee—NALU’s support of state regu 4 CLU 
tion of insurance—and’ opposition (A. ance bt 
federal regulation—is reaffirmed. Poa. e: 

, : f ees a &T 
gram of cooperation with ins 


ance io! ns to su 
departments to strengthen state regua nroll a lal 
lation and to obtain increased compeng... same t 


sation for commissioners and _ thei 


association 
staffs from taxes and fees already } ivities she 
ing collected has met with much a Along th 
proval from departments. if Life Ir 


Agent’s qualification laws, enacteif omprehen 
sin Wyoming and Tennessee, are pent-J. .cocjation 
ing in several other states. NALU if, promoti 
determined that all 50 states have dfrnance pr 
law requiring all applicants for a lit# yaLu’s 
agent’s license to take a written def oncumer 
partmental examination. committee, 
NALU now endorses the NAIC mot-fiichment | 
el bill on credit insurance. designed t 
All state association legislative com-§ gerstandin 
mittees are urged to help implemenifinsurance 
the federal-state program of medicilfthe famil) 
care for the aged. It is through such 
implementing legislation that Forané-gNALU An 
type bills can be successfully combat- Estate | 
ted, says the committee. mittee—us 
Field practices committee—defini- trust divis 
tions of “defamation,” “misrepresenta- Assn. mait 
tion,” “rebating,”’ “replacement” ant undertake 
“twisting” are now NALU policy—ané ouiells. v 
available in printed form from NALU 
headquarters on request. A first draft 
of a new booklet, “Beware: The Twist- 
er,” has been completed and will be 
reviewed by committee members a 
the midyear meeting. Attention wil 
also be given to the advisability of 
NALU making available a card that 
warns policyholders about the dangers 
of twisting. Association members CouM] 44, acco 
use this card in combatting the seri rying on 
ous prevalent replacement problem. life tear 
Committee reaffirms NALU’s policy 
in opposition to dual licensing of agents 
as mutual funds salesmen and ét- 
courages state associations to work}... peri 
with insurance departments in COUN} ood 11 





Industry 


RATE 
BOOK 


SPECIALISTS | hy 


tHe KLOPP co. 
10th & Douglas - Omaha, Nebr. - 342-4955 
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sain Waging Bing proposed Standard Oil Co. of ment of new tools and techniques have 
st Sen. RugMbdiana plan to offer travel accident helped to open further NALU’s lines 






courages committee to widen its hori- debit ordinary been included. It is 
zons and to place more emphasis gen- hopeful that these tests will cause the 










































































eopen thegmcyrance to its credit card customers. of communication with its many pub- erally on the concept of quality busi- MDRT executive committee to alter 
e Insur, Committee on aging—NALWU partici- lics. NALU public relations kit con- ness and to gather information to show rules to the extent that combination 
veterans, wilted in the White House conference tinues to be a popular and helpful aid how quality selling benefits the pub- agents could be recognized by MDRT. 
Nn be ely in January, with i —_ to Bg og yore he by tg lic and agent. The coms feels pir the 2p 
f NS ti embers as national or state media, “ ublic Relations News- ae suggestion that some type of award or 
sions i a hm Committee continues to en- letter” and “NALU News Notes” are Tests On Combination Men recognition be developed for the com- 

> in help; rage local and state associations to helping to tell the association story. Special awards committee—as are- bination agent on a national basis 

Proposal ¢ ss committees on aging and to have Committee has assumed greater re- sult of mutually beneficial discussion, would have a tendency to set apart 

House ag al meetings on aging. i sponsibility for implementing Institute Million Dollar Round Table, in coop- this group of agents from other asso- 

viously pag "Dual aim of committee is to inform of Life Insurance and NALU public eration with LIAMA, is preparing sev- ciation members. It may be more ap- 

NALU’s Be: sents as to the pressing national and service award program. eral test runs on various companies propriate, therefore, if added recog- 

being regysMommunity needs in the field of aging, Quality business committee—success where combination men could have nition for the combination agent is 

he numbe find to dramatize the tremendous op- of national quality award program en- qualified for MDRT had the monthly given at state and local level. 

» only 3] Jyrtunities that the private health and ; : 
‘ongress ife insurance business has to assist 

AN and hesfimericans in meeting the cost of 

with 9; medical care in old age. 

lefense 


of some - prloser pmtact 


rect mail ittee on associations—series of 
men nevi, Bg conferences attended by 104 
forces, te association officers have met with 
the Dees amendous success. Such meetings 
re favorah ~ officers to prepare for state lead- 
On’S Positil, nip conferences, allow them to ex- 




















> SOlicitatig ange ideas, and bring the national 
by mili ssociation and its state affiliates into 
TY install icer contact. 

fund share = 


ittee on constitution and res- 
aie-propoeed _ amendment to 
NALU’s constitution is to make certain 
hat any NALU past president, who is 
still eligible for membership ina local 
association—even though retired—will 
til retain his membership in the 






military jy 
On of a gin 
ONS gover 
e of life jp 
id naval ip 



















Big mortgage. Could your client’s widow pay it off? A MONY 
























Mortgage Protection rider added to the basic policy can help 
. NALU national council. yi assure him that she’d have a home instead of a debt. 
Committee on education and training 3 s Bs ‘ss 
yn commit there is accelerated interest in LUTC 
ate regul; nd CLU work within the life in- 
Position 1H. 







| surance business. Yet the committee 
tmed. Pr ees a greater need for local associa- 
insura Hons to support LUTC classes and to 
enroll a larger number of students. At 
he same time, the consumer phase of 
till «sociation education and training ac- 
ivities should be expanded. 
Along this line, NALU and Institute 
of Life Insurance have developed a 
S, enactefomprehensive “blueprint for school- 
are peti-fassociation liaison” which is effective 
NALU iff promoting the education in family 
es have tirinance program in schools. 
for a lif NaLU’s greatest challenge in the 
ritten de consumer education field, says the 
committee, is in the immediate estab- : “ a ie 7 
a iesiqned Sie hg ae Big family to feed. What would happen if something happens to him? 
tive com- peo . ay ae inainlires of life His basic MONY Life Insurance policy plus a low-cost ‘ADD-ON’ rider can 
mplement ieee as an essential element in help guarantee his family an income until the children are grown. 
f medicdfthe family financial planning. 


ugh such 
NALU And Bankers 


GME TI cine, cooctinatice, com IF HIS LIFE INSURANCE NEEDS ARE BIG (,2",.) 


~ combat r INCOME ISN'T 
— defini mittee—usual close cooperation with 


ivisi ican Bankers ’ con | 
ress] maintained. NALU ana ABA wil YOU'VE GOT A RED-HOT PROSPECT FOR MONY'S ‘ADD-ON 
at = undertake a survey of estate planning 
er councils with an eye to formation of 


such councils where they do not pres- Bigresponsibilities often takesomuch ‘ADD-ON’ decreasing term riders can 
rst draft 


Twist-{ntly exist. Efforts will be made in fu- of a man’s current income that he give 4 and often 5 times as much MONY, Dept. NU-461 ->=—=—==j 
e - a 


3 ture to arrive at an acceptable mu- finds jit difficult to get all the life in- immediate protection as the basic Broadway at 55th St. 
Bi: ill F tual understanding with ABA as to 8 P New York 19, N.Y. 
1bers 


where the activities of the laymen in SUrance protection he needs right now. _ policy provides. 
ion wil 


































Big education needs. Tuition costs are high—and will prob- 
ably go higher in the future. ‘ADD-ON’ can help assure 
money for his children’s college education, in case he dies. 




























































ality off te field of estate planning may in- MONY’s ‘ADD-ON’ Life Insurance What’s more, in most cases the pis see n- 
ae fringe on the attorneys’ proper field appeals to people like that. Here’s ‘ADD-ON’ can be converted into per- let showing how 
ey. oblems committee—26 ow it works: You sell your client a_manent insurance. ‘ADD-ON’ keeps ‘ADD-ON’ can_ give 1 
dT tate ee. have committees car- basic MONY policy, one that builds the door open for repeat sales that ig Bp Bat pry 
efi rying on fruitful eeenee? Phat cash value for him. (There’s a dis- build big commissions. 
s policy ee re company presi se count if the face value is $5,000 or - Find out how ‘ADD-ON’ can give Name 









Committee on membership—latest more.) At the same time, you add on big protection at low cost. Send cou- 


reports show an increase of 1,500 over Jow-cost ‘ADD-ONs’ that can give him pon for free booklet. The Mutual Life 
same period last year as NALU moves 


toward 1961 goal of 83,000. Coopera- the extra protection he needs right Insurance Company Of New York, Fa 
tion of GAMC and LUTC most helpful Ow at a price he can afford. New York, New York. 

}'n publicizing benefits of association 
membership. Three new membership- 


[epetion pieces recently ee. M Ni V. 

’s Poi f View,” “ 

Supports You, the Agent, on the Leg- UTUAL WE EW BORK 
slative Front,” and “Partners.” 


2-4955} Public relations committee—employ- 


Address 












CI ZONE State. 


1 coun- 
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Doctor Reeder Gives Formule For 
Controlling Medieal Care Costs 


Socialized medicine, of which social 
security medical care for the aged 
could well be a precursor, would be 
inferior and in sad contrast to the 
present American system which has 
produced the finest medical care in 
the world, according to Dr. Clifton L. 
Reeder, medical director of Contin- 
ental Assurance. 

Speaking at a meeting of Illinois 


A&S Forum in Chicago, Dr. Reeder 
said the present system is not perfect 
but many of the defects are being 
corrected. He described ways in which 
the public, hospitals, medical profes- 
sion and prepayment plans could 
implement corrective measures to pre- 
serve and improve private medical 
care. 

The public is sold on using hospitals 


Mr. M. L. Broker's wardrobe by Bill Brady; Chapeaux par Héléne 


It pays to have a head for figures 


As Mr. M.L. Broker himself will confess, he is 
a lady’s man. Ever forthright and unabashed, 
he has just asked the lady on the left some 
rather intimate questions. Hence her scandal- 
ized countenance. (After all, she is married.) 


This bothers M. L. Broker not a whit. Suave 
gallant that he is, he’ll have no difficulty in 
making the conquest. M.L.B. has found her 
insurance program in a deplorable state. And, 
where breathes the lady who could resist the 
persuasions of ratemanship ?* 


Ratemanship alone can melt the hardest 
feminine heart. M.L.B. can offer this lady a 
gift more tempting than jewels... more 


BRANCHES IN THE FOLLOWING CITIES: Baltimore 


roguish actuaries . 
ness for a discount!) 


And the lady’s husband? Absolutely green 
with envy, of course, but M.L.B. won’t have 
to fight a messy duel at dawn . . . he’ll simply 
explain that Manufacturers Life also has 
attractive low rates for suspicious husbands. 


and probably is too well sold, he said, 
judging by the number of patients 
admitted for the most trivial illnesses. 
He advocated an education program 
to show the public how excessive use 
of hospital facilities raises costs of 
hospitalization, and in turn, premium 
rates. This program must be under- 
taken by hospitals, the medical pro- 
fession and all financing mechanisms, 
Blue Cross as well as insurers. 

He added that if costs are thought 
to be high today, they are not nearly 
so high as they would be “if free hos- 
pital care was provided through tax- 





tantalizing than mink. When he dangles the 
Female Premium Credit before her dazzled 
eyes, she will be won over completely. (Those 


. . they know a girl’s weak- 


*RATEMANSHIP—that superb blending of 


Boise 


Boston e 


Salesmanship plus persuasive low rates for 
females as practised by brokers who use the 
Manufacturers Life. 


Chicago 


Cincinnati * Cleveland * Columbus « Denver e Detroit « Flint *« Grand Rapids 
Hartford * Honolulu « Indianapolis * Los Angeles « Miami * Minneapolis « Newark 


Oklahoma City « 


Philadelphia « 


Phoenix ¢ Pittsburgh e 


Portland « 


Richmond 


Saginaw *« San Diego « Sanfrancisco « Seattle « Spokane e« Washington, D.C. 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 
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ation for all of our chronic «cher glyy for 
complainers and the ever prey pr. R 
free-loaders.” tees of $ 


Dr. Reeder suggested two way, J e | 
which hospitals could help penne 


costs. Since labor is the greatest fa, githout 
in hospital disbursement, he with the 
mended that more untrained perg poid, he 
such as nurses aids be used to relia) care 
nurses at their less scientific cho some Tea 
Another and more promising megfigcome § 


ure, he said, would be the esta} eircumst 


ment by the medical staff of a complica 
committee to determine if hospitill ceed © 
zation is necessary. Such commit 
would take the burden of rejec Tune ® 
unnecessary hospitalization off 43 some 


shoulders of the personal physician infringer 


Higher Fees For Wealthy freedom, 

Traditionally doctors have chap ad 
wealthier patients higher fees becgy, He not 
these patients expected it and had ty ner 
ability to pay. However, health ing % ” 


ance creates a new ability to pay, 4% ™ fe 
is my belief that the ownership gf owe ‘ 
health insurance does create in ty lbh 
minds of many doctors that this yg ' 8'V° 















tient does have an ability to pay et 
higher fee than if this health ing P™* h 
ance did not exist,” he declared. a 

“If we are to preserve the p geet 


practice of medicine as we know; 
today,” he said, “the medical pr 
sion is going to have to give up 
of its flexibility in the fee departim 
. . . and more and more fees as mm 
vided by prepayment plans will) 
to be accepted as full payment, e 


Chicago Life Assn. 


To Hold Sales Rally 

Chicago Assn. of Life Underwri 
will hold its annual one-day § 
Congress April 13 in the auditor 
of Prudential’s Chicago regional he 
office. Program participants ll 
William P. Walsh, manager at 
of Equitable Society, speaking on “ 
as and Motivation Sell Live 
ance;” Richard T. Christoph, 
Mutual Life, Skokie, Il., who will 
cuss group life as a door opener; & 
jamin N. Woodson, president ! 
ican General Life, “Guarantees ” 
Better Than Ever.” 

Also, Rex D. Talmage, district 
Northwestern Mutual Life, Wh ! 
Ill, the ingredients for success 4 
achievement of the Million Dok 
Round Table; Stuart A. Monroe, g 
eral agent at Chicago of Mutual B 
efit Life, who will speak on busii 
insurance; R. Earl Denman, 
Mutual Life, Cincinnati, “The B 
Man’s Estate Planner,” and Karl# 
Kreder, vice-president of Metropol 
itan, “What’s Your Objective?” 

William L. McKechney, Northwest 
ern Mutual, and Russell W. Steget 
New England Life, are co-chairme 
of the event. 


List WLRT Committee Head 


WASHINGTON—Committee _ chait- 
men of the Women Leaders Round Te 
ble are membership, Mary McKeol) 
Prudential, Montclair, N.J.; budget 
Florence E. Lorf, Penn Mutual, De 
troit; registration, Lillian L. Probst 
Franklin Life, West Columbia, Tex. 
qualifications, Eunice Bush, Mutual ¢ 
New York, Baton Rouge; national qual- 
ity award, Maxine Halliburton, Unio 
Central, Memphis; legislation, Albert 
Light, National Life of Vermont, De 
troit; history, Hermine Kuhn, consult 
ant, New York City; education, Ve 
Sundelson, Equitable Society, Ne 
York City; parliamentarian, Ethel } 
rene, Union Central, New York City. 

This year marks the 25th anniver- 
sary of WLRT, originally called th 
Women’s Quarter Million Dollar Ro 
Table. 
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nic <chers 
ever prey 


y for the lower income groups.” 

. Reeder said there have been 
fees of $1,500 to $3,500 for surgery on 
| two ple in the $5,000-$6,000 income 
help qq eexet. These fees could not be paid 










grectest fa shout health insurance, and even 
nt, he rep yith the coverage they should not be 
ined pers pid, he declared. “All fees for medi- 
used to rej care including surgery must bear 





entific choy 
omising y 
the estah 





reasonable relationship to family 
income and except for very unusual 
stances or every prolonged and 









ff of a rey emplicated illnesses should never 
> if hospital exeeed one month’s take-home pay. 
=h commit Short 

of rejecting yy Tae 1S 






tion off 4 


Some doctors may regard this as 
1 physician 


infringement on their professional 
freedom, he said, “however, the alter- 
native is government-controlled medi- 


have cha ine and time is short.” 





t — a He noted that the house of delegates 
health ine of American Medical Assn. has recom- 
ly to nag ended that people over 65 be charged 
owner I lower fees, and he wondered if any 
reate in gf other profession or trade were willing 
that this »f to give oldsters a similar break. 

ty to par Spelling out contributions that pre- 
health ent plans could make t oward 
clared " diminishing the costs, Dr. Reeder em- 
. the p , ized the need for policies provid- 
we know q ing out-patient diagnostic service. 
dical profe 

sive up § 


> departmm 


fees as im mm MOnen GAME 


1s will fay 


nent BETTER, DAVIS!” 


Bis 
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This would save hospital beds for 
persons who really need them. 

A ‘problem plaguing prepayment 
plans is that of multiple coverages. 
Multiplicity and duplicity make it pos- 
sible for a claimant to profit from ill- 
ness if he has enough coverage, and 
at any rate, is responsible for a higher 
incidence of hospitalization. 

The time has come, he said, for the 
health insurance industry to use pro 
rata clauses so that claimants could 
not collect more than 75-90% of total 
costs. Coinsurance, requiring patients 
to pay part of the bill, should be 
adopted. The coinsurance on below- 
average earners need not be more 
than 10% and should be graduated up 
to 25-35%, the latter for those earning 
over $15,000. 

Some doctors, he observed, charge 
for completing a form. Why a doctor 
should charge for completing a form 
which helps him to receive his fee is 
beyond comprehension. But in this field 
there are some cute claimants. Some file 
claims, collect from the insurers and 
then refuse to pay the doctor. This is 
not cricket either. Here a better system 
of assigning scheduled benefits to the 
doctors will have to be devised. This 
is being worked on now,” he said. 


IS GETTING 









A 1960 


record that 
means a lot 


to you 


CAC’s Individual Health Volume in 1960 ran Nearly 
Double Our 1959 Total (And 1961 is running more than 


100°; ahead of 1960). 


There’s a good reason why... 








"Thank you, sir. So is my company. 
Life & Casualty of Tennessee will 
pass the two billion mark any 


moment now.’’ 














Continental Assurance offers a superior line of policies 
such as .. . Non-Cancellable Income Protection, Guaran- 
teed Renewable Hospital Protection, Guaranteed Renew- 
able Major Medical Protection. 


Find out for yourself... 


. . . how good . . . how salable . . . these contracts are. 
Write for sample Red Line Contracts for your personal 
analysis. 





CONTINENTAL ASSURANCE @ 


Member of Continental-National Group 
310 South Michigan Avenue, Chicago 
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group office. He originally joined the 


Aprl 8, } 


California, and Dennis Mich, dist: 

manager at Portland, becomes regin it. 
manager for the Pacific northweell 
New district manager at Los Ange, 
is Edward Finniston, formerly gry 
representative there. ok 


company in 1951 as group sales rep- 
resentative, went with American Unit- 
ed Life in 1954 as assistant superin- 
tendent of group sales, and rejoined 
Minnesota Mutual in 1958. 


Changes In The Field 


Colonial Life Prudential as an agent at Garden City, 


N.Y., was 


Carl Peck has been appointed as- 
sistant resident superintendent at 
Mineola, N.Y. He entered the insur- 
ance business in the accounting de- 
partment of American International 
Underwriters, general lines agency at 
New York, and became licensed as a 
general lines broker. He later joined 


promoted to 


brokerage 
and most 


manager recently, unit 


manager. 


Minnesota Mutual 
Donald A. Kellin, group sales pro- 
motion manager, has been promoted 
to manager at the Milwaukee regional 


United Benefit Life 


In a series of group appointments, 
John J. Tyrrell Jr. and Robert M. Fox 
have been appointed district managers 
of new offices at Boston and Milwau- 
kee, respectively. John Pothen, district 
manager at Los Angeles, has been ap- 


Zurich American Life 


Earl A, Kel 
has been appoinig 
sales superinteng, 
ent at Pittsburg, tp agen 
for western Pe, preside 


pointed regional manager for southern cinta and pal Tupy og “a 
Ohio. He was g.fand man 
pervisor at Pitts, Dallas. 
burgh of Security. Henry 
Connecticut Lj, § matz, SUPE 
and before that) jNeW Yo 
was with Equitap, Joeen 22" 
Society and Valle, |Tupy’s SUC 
Forge Life. : 


Equitable Of lowa 
Richard C. Johnson, general agent 
at Madison, Wis., since 1955, has been 
named agency manager at Long Beach, 
Cal. Prior to joining the company he 
had been with National Guardian Life 


The Northwestern Mutual 
point of view in advertising: 


Earl A. Kelley 


pose a problem-sug¢gest a solution 


Millions of today’s investors are among the millions of TIME and NEWSWEEK readers. 
Mr. D. E. Skinner, President and Chief Executive Officer, Alaska Steamship Company, 

speaks to this audience (in the Northwestern Mutual message shown below) about a vital United States Life 

aspect of a person’s investment program. The Hall my 

ple lines ageng 
has been appointal! 
general agent — 
Columbus, O., witl 
John Aicholtz as 
life manager, Hef burgh, b 
has been with Aca. § agency at 
cia Mutual Life, § the Phila 

The Harvey 

agency has been 
appointed general 

agent at Los An 

geles with Harvey 

G. Schwartzmann and Lawrence 4 

Mantell as agency principals. Mr. Man. 

tell, who is manager of the life depart. 

ment, has been supervisor at Los An 


Mr. Skinner is one of many prominent personalities who willingly share their views 


about life insurance in a continuing campaign designed to pre-condition prospects for 
Northwestern Mutual agents. 





How much of your investment program 
is a sure thing ? 


John Aicholtz 
There ta difference! 


In 1961, 
Northwestern 
Mutual policyowners 
will receive 
96,000,000 


in dividends! 


nis 1s the ninth consecutive year - | 
T Northwestern Mutual has ae genre ry 
its dividend scale...@ record no —, ry 
maior life insurance company has 

hed! : 

pp ett dividend scale is panel 
the 1950 figure. In fact, the $96 — 
to be paid this year. is 6.7% more — 
the $90 million paid in pet .% od 
16.4% more than the $82.5 million pai 


H. G. Schwartzmann Lawrence A. Mantell 


geles for Lincoln National Life. Mr. 
Schwartzmann, a CLU, was _ with 
Western Life of Helena at Los Angeles. 
' Leonard P. Salis has been appointed 
brokerage supervisor at the Alva agen- 
cy, general agent in New York City, 


7 


One of the ma! 
substantial gains ts ; 
ern Mutual puts policyowners dol 


A four billion dollar ere ~~ 
folio stands behind every —. t od 
sists of high grade bonds a a 
selected in accordance with the c 


i veloping his investment ram. 
his Northwestern Mutual life insurance in developing 
Skinner uses MS prog’ 





West Coast Life 
. NORTHWESTERN MUTUAL POLICYOWNER. Mr. 


and economical operations make a world 
of difference. } sa 
2 holds true with alt 
big anor . Low net cost comes 
nt economies, © 
licants, and better than 
i tment earnings. — 
eee factors differ ad 
company to company, I suggest er — 
into them carefully. For rage — 
ences can mean an increase in t 2 
ness’ of your investment program: 


insurance brings 


yest money - 
ose who inves’ eo portfolio. 


h 
Pertinent thoughts for @ 
‘ by D. E. SKINNER 
President and Chief Executive Officer, 


xious wal 
Alaska Steamship Co., Seattle no an 


And, of course, 


i ellent loan ¢ 
SURPRISED tO find that constitute €xc! 
HAVE BEEN 


some i t 
le who have investmen 
rograms do not consider the ee 
of additional life insurance as @ 
i rams. ; 
ee an i. For, besides its — 
purpose of protection, permanent I 


7c NORTHWESTERN 


oruwes 


«” 


pecause THERE 1S eseueeees 


tive Wisconsin insurance gor sae is under 
reful supervision 
pasesesiore who are constantly ee - 
the investment opportunities of ou 
try’s economy. x 
Te ae information about the in: 
vestment earnings ofa ign 
Mutual life insurance policy, —— 
r NML agent. He's listed in t 
peel book. The Northwestern ~— 
tife Insurance Company, Milwaukee, Wis. 


CD 


John B. Ledbetter has been named 
manager at Modesto, Cal. He has 
been district manager at Crescent City, 
Cal., for the past five years. 


Hartford Life 

Francis G. Moore has been appoint- 
ed general agent at Winston-Salem, 
N.C. Formerly he was general agent 
there for Atlantic Life, and before that 
manager for Prudential. He joined 
Prudential at Fremont, O., was ad- 
vanced to supervisor there, and later 


ssneeees 


Citizens Life of New York has 


reached the $100-million mark in in- 
surance in force, of which 85% is o- 
dinary and the balance group. 
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Mich Cisty; ss 
OMES region Mt. 
Lo: Ang,{ Phoenix Mutual Life 

™merly growl joseph L. Tupy Jr., manager at Buf- 
no, has been transferred to Philadel- 
in the same 














1 Life fapacit, succeed- 
1 A. Kenpling Gordon K. 
en. appoj r, who was 
SUPETinteng recently promoted 





t Pittsbuppfto age 2c Y vice- 
stern Peng, presid ent. Mr. 
ia, West yj, gTupy has been su- 
and part isor at Chicago 
He was gfand manager at 
or at Pitt, § Dallas. 

of Secu Henry A. You- 
cticut Lj, | matz, supervisor at 
fore that ,gNew York, has 
th Equi pen named Mr. ibe 
and Valle, §Tupy’s successor. Mr. Youmatz joined 
uife, "Tine company at Hartford, later becom- 
ing supervisor at Boston. 

Frank H. Pierson, manager at Pitts- 







Joseph L. Tupy Jr. 








wa 


1eral agen, 
>, has been 
song 
OMpany he 
irdian Life 















1. D. Richardson James F. Lynch Jr. 


Mager, Hef burgh, becomes manager of a new 
with Aca. § agency at Haddonfield, N. J. He joined 
the Philadelphia agency in 1958, and 
after that was supervisor at Nashville 
and Pittsburgh. 

James F. Lynch Jr., manager at Syra- 


lal Life, 





John A. Averna 


cuse, succeeds Mr. Pierson. He has been 
supervisor at Albany and Syracuse. 
Succeeding Mr. Lynch is John A. 
Averna, supervisor at Syracuse. Mr. 
Averna joined the company at Garden 


Henry A. Youmatz 





\. Mantel | City, N.Y.. and after that was super- 
ife. Mr visor at Washington and Richmond. 

- with Victor Pash, manager at Houston, 
Angels has been transferred to San Diego and 
>poiiiia is succeeded by Lewis A. Mattingly, 
a ase supervisor at Chicago. Mr. Pash joined 





Victor Pash Lewis A. Mattingly 


the Cleveland agency and since has 
Supervisor at Buffalo and Syra- 
cuse. Mr. Mattingly joined the com- 
Pany at Houston, later becoming su- 
ae at Oklahoma City and St. 


Midland National 


Named general agents are Leroy V. 
Dupre at San Jose, Cal.; Alan H. Tully 
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Harris, Portland, Ore., and Smith & 
Bohn ‘agency at Spokane. 


Northwestern Mutual 

Richard L. Stallings has been ap- 
pointed manager of the Atlanta re- 
gional mortgage loan office. He suc- 
ceeds William B. Ross who has ac- 
cepted a position with another com- 
pany. For four years Mr. Stallings has 
been with Northwestern’s mortgage 
loan office in Philadelphia, most re- 
cently as loan supervisor. 


B. A. R. E. 


Ernest L. Jones has been appointed 
regional group representative for the 
New England states at Newton Centre, 
Mass. 


Old Republic Life 
Elton Porter has been appointed 
general agent at Houston. He has been 
in the business 35 years. 


Southland Life 
K. Hoffman Reese, formerly man- 
ager at Tulsa, has been: advanced to 
field supervisor and transferred to 


e training consultant at New- at Grand Island, Neb.; Stanley G. the home office. A. C. Hovater, for- 


merly assistant manager at Tulsa, 
replaces Mr. Reese. Mr. Reese has 
been with the company since 1953 and 
Mr. Hovater since 1957. 


Pilot Life 


Reginald C. Por- 
cello, district man- 
ager in the combi- 
nation division at 
Richmond, Va., has 
been appointed 
general agent 
there. 





Reginald C. Porcello 


Occidental Of California 


Robert E. Kinser has been named 
assistant manager at Stockton, Cal. 
He has been with California-Western 
States Life there. 

William E. Bradshaw has been ap- 
pointed general agent at Ogden, Utah. 
He has been with the company for 12 


years. 






General American Life 


lliff D. Richard- 
son has been 
named a general 
agent at Houston. 
He has been in the 
business since 1947. 





Frank H. Pierson 


Northwestern National 
Thomas M. Pillow, supervisor at 
Dallas, has been appointed unit man- 
ager of the Cantrell agency at Houston. 


STANDARD SECURITY LIFE has 
appointed Rhulen Life Corp. general 
agent at Monticello, N.Y. Max H. 
Rhulen, agency head, was formerly 
president and partner of the Rhulen 
general lines agency there. 





Directors of Citizens National Life 
of Indianapolis have declared a 5% 
stock dividend. 
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Represents The 


Jetterson Standard 
*“A JEFFERSON STANDARD POLICY !IS A DECLARATION OF INDEPENDENCE FOR THE FAMILY” 







Jefferson Standard’s Condensed 


54th Annual Statement 


December 31, 1960 





Jetferson 


LIFE INSURANCE COMPANY 


\tandard 


* Home Office: Greensboro, N.C. 


ASSETS LIABILITIES 
COS oii Ao i cleeceu tas. oor $ 6,198,089 Policy Reserves -----++++++-++-- $418,545,479 
ia sic 5 ceeetensavtes 190,935,077 Reserve for Policy Claims........ 1,933,992 
Policy Proceeds left with Company . 58,000,896 
RH s+ + Kee ssniaceentonnes adept Dividends for Policyholders....... 6,147,814 
Mortgage Loans..........+00-- 267,845,438 Policy Revaluation Reserve....... 1,896,304 
Investment Real Estate .......+-- 24,549,085 Investment Fluctuation Reserve. .... 28,908,806 
Other Real Estate including Other Liabilities and Reserves... ++ 13,076,972 
Home Office Building ......... 5,310,241 TOTAL LIABILITIES. ....... $528,510,263 
Loans to Policyholders ..........- 41,356,312 Contingency Reserve ..........- 6,000,000 
All other Assets .......eeeeeeees 17,252,554 Capital Stock ..........20005+ 25,000,000 
mee ee Surplus Unassigned ..........-- 61,030,298 
TOTAL ASSETS... cccee $620,540,561 TOTAL 6c cc ccodeceecece $620,540,561 


Represents The 
Jefferson Standard 
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Home Office Changes 


Metropolitan Life 
Robert G. Booth has been appointed 
manager of advertising service. 
was formerly account representative 


the company recently after several 
years in private and government hos- 
He pital insurance. 


Massachusetts Mutual 


for J. Walter Thompson. 


Great-West Life 
R. B. Pennycook has been named a 
health insurance assistant. He joined 





Ralph A. Armstrong, assistant gen- 
eral counsel, has retired after 34 years 
with the company. He has been attor- 
ney, assistant counsel, associate coun- 





5 —prereeeenesens 





PAN-AMERICAN LIFE 





Pat 


l-19 6 | 





felt 











LL 
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insurance and service. 





sel and assistant general counsel, and 
for 20 years served the joint premium 
tax committee of LIAMA and Amer- 
ican Life Convention as member and 
chairman, and assisted in the prep- 
aration of the premium tax manual 
which is used by most life companies. 


ill. Mid-Continent 
Jul B. Baumann, president since 
1957, has resigned. He is setting up at 
Dallas a private consulting practice 
for life companies in the south and 
southwest. Mr. Baumann is a former 
president of NALU. He has been with 














‘ Fifty years of service to our fellow Americans brought to you 
oq . by what we believe to be the most outstanding salesmen in the industry. Be 
your insurance needs individual or business, your friendly Pan-American 
representative can serve you best. Call him with confidence, for the best in 


Pan-American Life Insurance Company 


Birmingham, Alabama 
Florence, Alabama 
Gadsden, Aiabama 
Mobile, Alabama 
Tuscaloosa, Alabama 
Phoenix, Arizona 
Blytheville, Arkansas 
Little Rock, Arkansas 
Marvell, Arkansas 
Denver, Colorado 

Ft. Lauderdale, Florida 
Jacksonville, Florida 
Lakeland, Florida 
Leesburg, Florida 

Miami, Florida 

Miami Shores, Florida 
Orlando, Florida 
Pensacola, Florida 
Tallahassee, Florida 
Tampa, Florida 

West Palm Beach, Florida 
Atlanta, Georgia 
Augusta, Georgia 





NEW ORLEANS, U.S.A. e 

Offices in the Following Cities to Serve You 
UNITED STATES 

Jackson, Mississippi 

Clayton (St. Louis), Missouri 

Kansas City, Missouri 

Newark, New Jersey 

Trenton, New Jersey 

Raleigh, North Carolina 

Athens, Ohio 

Canton, Ohio 

Cincinnati, Ohio 


Columbus, Georgia 
Waycross, Georgia 
Chicago, Illinois 
Washington, Illinois 
Fort Wayne, Indiana 
Indianapolis, Indiana 
Muncie, Indiana 
Kansas City, Kansas 
Manhattan, Kansas 


Ridgeland, South Carolina 
Chattanooga, Tennessee 
Memphis, Tennessee 
Nashville, Tennessee 
Abilene, Texas 

Amarillo, Texas 

Austin, Texas 

Beaumont, Texas 

Corpus Christi, Texas 


A MUTUAL COMPANY 


LATIN AMERICA 


Bogota, Colombia 
Barranquilla, 
Colombia 
Bucaramanga, 
Colombia 
Cali, Colombia 
Ibagué, Colombia 
Manizales, Colombia 
Medellin, Colombia 


Wichita, Kansas Cleveland, Ohio Dallas, Texas Guayaquil, Ecuador 
Hopkinsville, Kentucky Columbus, Ohio E] Paso, Texas Quito, Ecuador 
Lexington, Kentucky Lima, Ohio Fort Worth, Texas San Salvador, 
Louisville, Kentucky Newark, Ohio Houston, Texas El Salvador 
Alexandria, Louisiana Toledo, Ohio Lubbock, Texas Guatemala City, 


Zanesville, Ohio 

Oklahoma City, Oklahoma 
Tulsa, Oklahoma 

Indiana, Pennsylvania 
Johnstown, Pennsylvania 
Meadville, Pennsylvania 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Florence, South Carolina 


Baton Rouge, Louisiana 
Lafayette, Louisiana 

ke Charles, Louisiana 
Monroe, Louisiana 
Natchitoches, Louisiana 
New Orleans, Louisiana 
Shreveport, Louisiana 
Annapolis, Maryland 
Silver Spring, Maryland 


Nitro, 





Odessa, Texas 

San Antonio, Texas 
Shiner, Texas 

Tyler, Texas 

Wichita Falls, Texas 
Norfolk, Virginia 

Elkins, West Virginia 
West Virginia 
Parkersburg, West Virginia 


Guatemala 
Tegucigalpa, Honduras 
Managua, Nicaragua 
Panama, 

Rep. de Panama 
Santurce, Puerto Rico 
Ciudad Trujillo, 

Rep. Dominicana 
Caracas, Venezuela 









Ap: il 8, latent] 8, 18 


Aetna Life, Pacific Mutual aiid Ap, 
ican International Life. ‘he 
president of Illinois Mid-ontj 
will be announced within a mg 


ssident é 
e-presid: 
wministrat 







Jefferson National 


Robert H. Mc- 
Kinney has been 
named vice-presi- 
dent and general 
counsel. After 
three years in the 
navy, Mr. McKin- 
ney completed his 
law studies at In- 
diana University in 
1951. Following a 
second tour of duty 
as a legal officer 
during the Korean : : 
War, he became a RH. McKinney Fuaria 
member of the law firm of M 
Cook, Welch & McKinney in 1953, 
has been counsel and assistant seep, 
tary of Jefferson National Life sing 
1954, and is a member of its board, 



































president it 







David E 


claim depa 
assistant S 






Equitable Society 

James V. Parks, assistant to ty sistant to 
controller, has been named Manage cor of th 
of the accounting bureau in the cmf., associa 
troller’s department. we Assn 


Phe 













Valley Forge Life 


George A. Thiel 
has been appointed 
assistant secretary 
and general man- 
ager. He has been 
manager of the 
ordinary division, 
actuarial depart- 
ment, of North- 
eastern Life and 
before that was 
with United States 
Life as supervisor 
of policyowners 
services. 
















































George A. Thiel Eagene W. 


Empire Mutual Life 


Walter R. DeVoe has been appointed =. 
group administrator. He joined 
. aa s hi i be 
First Pyramid Life poonion 

James McNeill has been appointed 
agency assistant. I 
” John K 
Chicago Metropolitan _| controller 


George S. Harris, 
vice-president, as- 
sistant secretary 
and investment of- 
ficer, has been 
named president 
succeeding T. P. 
Harris, who be- 
comes chairman. 

George Harris 
joined the com- 
pany in 1949 in 
the real estate de- 
partment, became 
assistant invest- 
ment officer in 1953, assistant secre 
tary in 1954, and vice-president in 1958 

In other executive changes, J. D. 
Grantham, Ist vice-president and gen- 
eral manager, becomes vice-chairman; 
H. G. Hall, secretary, becomes Ist vice 


Service Guide » | 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


e 2 liam L. ‘ 
Chicage 2, Wi. 
6-9792 





George S. Harris 























30 WN. LaSalle St. 
Financi 
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al and Amel ident and treasurer; J. W. Tyler, 








>. he ie-presid nt and controller, becomes 
Mid-‘ontingaministrative vice-president; A. M. 
1iN a mow jweich, «ssistant secretary, becomes 





resident and controller, and B. 
effner, agency secretary, becomes 
«stant secretary-agency secretary. 





ional 







Southwestern Life 


ion W. Elis- 
» administra- 
vice-president, 
fas honored by 
besociates at a 
seheon on his re- 
sement after 39 
sars with the 
lmpany. He start- 
‘jn 1921 as a 
in the ac- 












as 













H. McKinney Byaria department 
i became ad- | 
of M , : P 
Hal ninistrative vice- Leon W. Ellsworth 


in 1953. Rep esident in 1958. 










istant 
1 i 1 ° 
> bree Hartford Life 
David E. Manning, manager of the 
oty claim department, has been elected an 
fant ¢ assistant secretary. He has been as- 
ot 


liistant to the supervisor and super- 
Cd managell ior of the claims department and is 
in the cmfin associate of Life Office Manage- 
ment Assn. 


ife Phoenix Mutual Life 







Eugene W. Chris- 
ty, district group 
manager at Kan- 
sas City, has been 
promoted to man- 
ager of the group 
sales division. He 
joined the com- 
pany in 1958 as 
group supervisor 
at Kansas City. 










e A. Thiel 


Eugene W. Christy 
ife Lafayette Life 
: Herbert L. Crockett has been named 
| a sales promotion and training manager. 
He joined the company in 1958 after 
e having been with Peoples Life of In- 
diana for 21 years. 
appointed 
Intercoast Mutual 
John K. Rowlan has been named 
tan controller and Irwin E. Martin treas- 





_} urer. 


SOVEREIGN STATES of Nashville 
has promoted Clifford K. Acker- 
son from manager in charge of group 
sales to vice-president in charge of 
group insurance. 


INTERNATIONAL SERVICE LIFE 
of Fort Worth has named Frank R. 
Blackstone assistant vice-president and 
director of training. He has been with 
the company since 1957. 


LIFECO of Seattle has promoted 
Walter H. Perry to director of sales. 
nt secre-} He was manager at St. Louis and be- 
t in 1959} fore joining the company he was with 
s, J. D.| Fidelity Mutual and Paul Revere Life. 
and gen- 
nairman; INTER-STATE ASSURANCE—Jack 
1st vice-| Jetvis, vice-president and agencies di- 
, has retired after 50 years with 


S. Harris 


the company. 
) B FORTUNE NATIONAL LIFE of 
Madison, Wis., has named Howard E. 
—- €y group department manager. 
am, 1}, DOMESTIC LIFE & ACCIDENT 


named Charles H. Parrish Jr., head 
. of University of Louisville’s sociology 
lou ent, president, succeeding Wil- 
liam L. Sanders who was made chair- 
je 2, Wi. |) Man, a newly created position. Mr. 
Sanders had been president for 21 





years. J. A. Redd, with the company 
since 1925 and currently vice-presi- 
dent and treasurer, becomes also chief 
executive officer. 


WABASH LIFE—Richard McCon- 
naughey has been named public rela- 
tions director. He has been active in 
his field for the past 18 years. 


MERCANTILE SECURITIES LIFE 
of Dallas has named N. P. King pres- 
ident. He entered the business in 1946 
as an agent for Fidelity Union Life 
and joined Mercantile Securities in 
1953 as vice-president and agency 


AMERICAN FOUNDERS LIFE—Jo- 
seph J. March, president 
Wimbush, Denver, has been named to 





MICHIGAN LIFE—Herbert A. Bell, 
with the company since 1957 and most 
recently agencies superintendent, has 
been named vice-president of sales. 


JOHN ALDEN LIFE, the recently 
formed subsidiary of Aldens Inc., has 
named Joseph E. Callaway vice-pres- 
ident and manager of operations. Mr. 


Callaway has been assistant 
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president of Government Employees 
Life. The new company will begin of- 
fering insurance through Aldens’ cat- 
alogs and other direct mail facilities 
later this year. 


EQUITY LIFE of Alabama has ap- 
pointed Dexter Bush assistant to the 
president in charge of manpower de- 
velopment. He has been vice-president, 
director of agencies of Acme United 
Life and supervisor of agencies of 
Protective Life of Alabama and was 
with Pilot Life at Columbus, Ga. 


STANDARD SAVINGS LIFE—Carl 
M. Young Jr., assistant secretary, has 
been named executive vice-president 
and a director. 





AAL General Agents To Meet 

The 1961 general agents’ conference 
of Aid Association for Lutherans will 
be held at Eden Roc Hotel, Miami 
Beach, April 20-24. Fifty-six general 
agents will attend and participate in 
discussions and workshops on recruit- 
ing and training field men, fraternal 
affairs, advertising, and recent de- 
velopments in AAL insurance. 

William E. North, Evanston. II1., 
president NALU, will speak. 
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IBM 1401 Electronic 
Computer Is Ordered 
By Union Mutual Life 


Union Mutual Life has ordered an 
IBM 1401 tape RAMAC data process- 
ing system for delivery in mid-1962. 

The electronic computer will be used 
for a variety of tasks, including issu- 
ing policies, premium billing, general 
ledger and agent commission account- 
ing and actuarial computation. 

The memory unit of the computer 
consists of 50 magnetic metal disks 
on which information is stored elec- 
tronically as tiny magnetic spots by a 
reading and recording head which can 
go to any location on any disk in less 
than a second. The system will auto- 
matically review and update daily 
every Union Mutual policy in force. 

In policy issuing, the 1401 will com- 
pute premium rates and print policies 
at speeds up to 600 lines a minute. It 
is completely transistorized and uses 
both punched cards and magnetic tape 
as input devices. The magnetic tape 
units have the ability to read or write 
20,000 characters per second. 

Personnel training has already begun. 









Commonwealth’s Assets 
Have Increased 173% 
In Past 10 Years 









































1952 1953 1954 1955 1956 1957 


William H. Abell, President 





1958 1939 1960 


COMMONWEALTH LIFE 
INSURANCE COMPANY 


Commonwealth Building e Louisville 2, Kentucky 
















(CONTINUED FROM PAGE 1) 
structional text is a painstaking job 
and differs markedly from traditional 
textbook writing. Not only is the in- 
formation presented in small segments, 
but each segment must be tried out 
with trainees to make sure the seg- 
ments are in the proper sequence and 
are written at the appropriate level 


Research by 
schools and the armed forces indicates 
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structional texts under practical con- 


LIAMA To Try ‘Teaching Machine’ Program sitions. tn one study, tor exampte, i 


was demonstrated that high school 


that auto-instructional texts permit students who merely read an auto- 
students in certain situations to prog- instructional text in physics did as 
ress at their own rates and achieve well on examinations as other students 
higher levels of understanding across who had had normal classroom lectures 
the board than when using a normal and recitations. Students who had an 
text. Such research, however, has been A. I. T. in addition to normal class 
limited primarily to teaching factual work, a television lecture series, labor- 
knowledge and has been done under atory work and the usual text did 
school or laboratory conditions. 


considerably better than those who did 


American Institute for Research has not have the A. I. T. 
universities, public pioneered in this field and has conduct- LIAMA will conduct studies on the 


ed wide-scale evaluation of auto-in- A. I. T. for life insurance and, if the 






8, | 





April 8, je 


mm ot E. 





text results in considerable imp; 
ment in agent training efficiency, 
make it generally available ‘to (CON 
members. In addition, LIAMA + three 
then embark on further researgh ken On I 
develop similar texts in other areas have 
training for life agents. tion I 
LIAMA indicated that one rem % 
for developing and researching gq, 
one text at this time is the cog 
“It seems wise,” said Mr. Wal} 
“to make sure that an investment, 
this size yields a return on the 
ing dollar. Failure to evaluate at 4" 
point might lead to the waste of 
































the reasor 
The corr 
















thousands of dollars on expensive trajp, 
ing programs when normal, inexpe. 









t to 
tion and it 


At An outstanding example of Kansas City Life’s Key men, 


Ray P. Cornelius, is Vice President of the Company’s 


President Club. He earned 


Kansas City this honor by having the 


largest number of sales 


Life and in and meeting all the other 


requirements. Nine years 


with Kansas 


his Community City Life... 


the agent 
Key Man. 





nine years as 
: a member of the Presidents’ 
1S Club ... Ray P. Cornelius 
is in every sense a Key Kan- 
sas City Life Key Man. He has re- 
ceived the National Quality Award 
six times, too, and was secretary of 
the Kansas City Association of Life 
Underwrtiers in 1959. 
With slightly less than a decade 
spent as a Kansas City Life Key 
Man, Ray has won many company 
production prizes, and has been 
listed in numerous honor categories 
throughout the past nine years. 
Feb. 27, 1961, marked the 444th 
week Key Man Cornelius has been 
a member of the App-a-Week Club, 


which means that he has written at 


least one application every week for more than eight and one-half years. 
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Home Office / Broadway at A / Kansas City, Missouri Represented in 41 States and the District of Columbia 





sive techniques might yield the al 
training returns. We have high hon Lg t! 
of success in this venture, but we prod of | 
must protect our investment.” p oie P 


‘ _ ent, a 
Georgia International Life |‘ivices 
$25,000-Minimum Policy |s_ |=: 
. bs attracting 
Aimed At Business Market | market ov 

Georgia International Life has i, In Ca? 
troduced a low premium, non-partig.§ agents 3 
pating ordinary life policy known af ad limite 
the “Executive Special,” which ig qf bile, fire ¢ 
signed for the business  insurang§ insurance 
market. tapping a 

Premium rates, highly competitive) exploited, 
at juvenile ages, make it possible fgg tion of 0” 
people in higher income brackets jp 2en's Té 
use the policy to build a large perma. market sit 
nent insurance program for their chi to think i 
dren at a reasonable cost. “We er 

The policy has a $25,000 minimyn§ concentra 
face amount, is offered substandarj§ that wou 
and is not subject to preferred riskh $500,000 « 
underwriting. Other policy benefits§ basis that 
that may be added to the new planf not requy 
include decreasing term benefits ania This br 
dependents insurance. of two | 


_— within th 

Maryland Life Building's 
Modernization Completed 

Maryland Life has completed the 
modernization of its 55-year-old home 
office building in Baltimore at a cost 
of $250,000. The project included vinyl 
tile flooring, acoustical ceilings, fluor- 
escent lighting, air-conditioning, ani 
the removal of old partitions. 

The building now has a modern fa- 
cade of ornamental precast concrete 
block. An all-glass entrance with gold 
anodized aluminum trim sets off the ( 
refurbished foyer, with dark green 
terrazzo flooring replacing the cer 
amic tile. A modern self-service ele- ] 
vator has replaced the former iro 
cage elevator. 






























Mathauer Chief Examiner 


Of Indiana Department 

Harold P. Mathauer has been namei 
chief examiner of the Indiana depatt- 
ment, succeeding Seymour Rhodes, 
who is retiring. 

In insurance over 25 years, Mr. 
Mathauer has been secretary-treasure! 
of United Home Life, comptroller of 
Jefferson National, and, most recently, 
Travelers Life. 


Revamps Its Policy Portfolio 


National Guardian Life is offering 
a new policy portfolio with rates and 
non-forfeiture values based on_ the 
1958 CSO mortality table. In addition 
to the standard life and endowment 
plans, the portfolio contains a five- 
year term policy (renewable and col 
vertible); family income policy to ag 
65; convertible level term endorse- 
ments (10 and 15 years); 15-, 20-, and 
25-year family income endorsements; 
guaranteed insurability endorse 
and a one-year term dividend en- 
dorsement (fifth dividend option). 
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(CONTINUED FROM PAGE 6) 
three years we have, in fact, 





las 


Tesearch zen on more than we have intended 
ther areas, nd have been able to tighten up our 
election procedures to the point that 





are possibly as stringent as any 
Iicanadian company. We still have our 

wer turnover, however, for all 
the reasons that exist.” 

The company is inducting just about 
4s many salesmen as it can adequately 
handle, he continued, “and despite the 
P ension as to the future with 
train} respect to the explosion of the popula- 
XPei-f jon and its potential lucrative market, 
ld the Same | feel that so long as we provide the 

high hopes product the public wants, provide a 
re, but wiiasis of remuneration adequately to 
t. maintain an average or above average 

. agent, a training program, and the 
or] Life services emg Posi a — io 

5 tative, then ave no fear about 
licy Is waaeting the right caliber of men to 
Morket | market our product.” 
ife has j,.g In Canada the company’s general 
non-partigi agents are individuals, partnerships 
known gf and limited companies selling automo- 
hich ig g.f bile, fire and various types of casualty 

insurang§ insurance who are in many respects 
tapping a market that has not been 
exploited, he said. With the introduc- 
tin of one-stop selling, many general 
agents recognized there was a life 
market sitting in their files and started 
to think in terms of a life department. 

“We encouraged this development, 
concentrating on larger companies 
that would give us a minimum of 
$500,000 of new business a year on a 
y benefits basis that we pay for it as we get it, 

new plang not requiring, therefore, any capital.” 
nefits ani This brought about the development 
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LIFE INSURANCE EDITION 


tofore considered incompatible, he said. 
“We have been able to take it even 
further by combining the two in cer- 
tain areas, by aiding in the type of 
service the general agent required and 
the branch manager could give. We 
have general agents dealing through 
branches and also directly with the 
head office. This form of organization 
generates a lot of recruiting without 
us even entering the picture to any 
degree.” 

John R. Carnochan, executive vice- 
president Union Mutual Life, said that 
in 1958 his company’s agencies were 
not growing in manpower or produc- 
tion, and additionally, representation 
by large casualty companies in the 
midwest which had produced a sub- 
stantial volume of life insurance had 
terminated so they could form their 
own life companies. Consequently, 
both reorganization and _ rebuilding 
were a “must.” 

Decide On Means 

It was decided to build up the agen- 
cies principally through developing full 
time agents and each year establishing 
three or four new agencies. A new 
contract, including a pension plan and 
life-time renewals, was developed and 
the agent financing plan was revised. 
The principles of the original plan 
were retained but overhauled to per- 
mit more specific predictions as to 
production required. 

New recruiting material was intro- 
duced for the managers. use, in- 
struction sessions were held and new 
supervisory controls for the manager 
to use with his agents were developed, 
one of these being a new financing 


With assistance from LIAMA, the 
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Miami 32, Florida 


of two forms of sales organization report. 
within the company which were here- 
ling’s 
sleted 
pleted the 
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at a cost 
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1odern fa- 
t concrete 
with gold 7 
we oft CHANGING TO THE 1958 CSO TABLE? 
r 
the cer- - 
rvice ele- BOWLES, ANDREWS & TOWNE has available: 
rmer iron 
e Non-forfeiture values, 242% and 3%, minimum first 5 
S years graded into CRVM reserves end of 15 years). CRVM 
uiner and Net Level reserves, for most standard and some special 
nt plans. 
- namei e Electronic computing facilities (both Burroughs 220 and 
a depart- j ; 
Rhodes, IBM 607) for calculating: non-forfeiture values, asset shares, 
reserves, gross premiums, dividends. 
are -@ A large staff experienced in serving as the company’s ac- 
troller of tuary or working as an extension to the company’s actuarial 
recently, department. In addition to computing work the staff can as- 
sist in establishing basis of dividends and gross premiums and 
: preparation of policy forms and ratebook text. 
‘e] 
offering : : : 
ates and For further information write or call 
on the 
addition BOWLES, ANDREWS & TOWNE, INC. 
dowment 
a_five- RICHMOND: ATLANTA: 
and con- P. O. Box 6716 1389 Peachtree Street, N.E. 
-y to age Richmond 30, Virginia Atlanta 9, Georgia 
endorse- 
20-, and PORTLAND: DALLAS: 
‘sements; 465 Congress Street 715 Meadows Building 100 Biscayne Boulevard, South 
orsement Portland, Maine Dallas 6, Texas 
end ef: 












ot Enough Qualified Agents Being Added, LIAMA Rally Told 


company developed and introduced an 
agent’s unit training course to be ad- 
ministered by the manager and began 
training the managers in this course 
through home office meetings, but 
more specifically through visits to 
agencies. 

A number of unproductive managers 
were replaced. 

As to results, in the first year, 
which was devoted almost entirely to 
reorganization and rebuilding, produc- 
tion went down, he said, but in 1960 
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the company had good initial results, 
some of which follow: 

Agents added increased 222% over 
1959; financed agents terminated de- 
creased 37%; agents validated and 
retained at the end of the year in- 
creased 290%; total new full-time 
agents added increased 170%. Over-all 
life insurance premium production in- 
creased 18% over 1959 and January 
production in 1961 was 24% ahead of 
the year previous. 

Mr. Carnochan said his company 
believes the answer to success lies in 
changing some of the accepted prac- 





qualifications:, 


expense arrangement. 








TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


INNUMEROUS life insurance companies can boast of particular strong points and 
advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can "measure up" to these 





Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


Competitive Position Protective Life meets competition on all forms of Ordin- 
ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 


Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 


Progressiveness Protective Life has an 
Audio-Visual Selling Program, Quantity Dis- 
count premium system, and writes such 
“special” coverages as Disability Income and 
Guaranteed Insurability. 


Reputation Protective Life is now in its 
53rd year of successful operation, has more 
than a billion dollars of life insurance in force 
and carries an "Excellent A-Plus" rating by 
independent authorities for the ranking of 
insurance companies. 


Opportunity General Agency opportuni- 
ties unlimited throughout the Southeast for 
experienced Agents doing well in life insur- 
ance business, yet somewhat impatient with 
prospects for future advancement. 


Your inquiry is invited. 


PROTECTIVE LIFE 


Col. William J. Rushton, President 
BIRMINGHAM, ALABAMA 


Insurance 
Company 
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tices in recruiting agents. Managers 
must sell themselves, the business and 
their company more effectively. to 
prospective agents. They must sell 
commissions rather than a_ training 
salary. New agents must invest their 
own money during the early months, 
rather than to seek high salaries and 
then fail to validate financing during 
their first year. New categories for 
prospective agents must be accepted, 
including young agents 21 to 26, since 
there is a better market now because 
of earlier marriages, women agents, 
and depressed industries. 


Tells Philosophy 


Eugene M. Busche, field supervisor 
of Indianapolis Life, said his company’s 
philosophy of agency building is in 
selecting general agents because it is 
felt they have an ability to lead from 
the front. In other words, the company 
wants them to be strong personal pro- 
ducers, so their agents will know that 
selling life insurance is a way of life. 
Aiso, agency building will be sound 
and steady with low retention cost 
and quality business, he said. The 
program is accomplished through the 
combination of promotion from the 


HteNATIONAL UNDERWRITER 








home office, field training and schools 
and conferences. 

Recruiting is promoted through a 
monthly publication, supplying all 
kinds of ideas on recruiting with ef- 
fective appeals to the pride of the 
general agents. He said the results of 
this operation have been gratifying. 
In 1956, 11 agencies exceeded $1 mil- 
lion; in 1957, 13; in 1958, 17; in 1959, 
20, and in 1960, 28. 

Additionally, each month a card is 
sent to each of the company’s’ agents 
suggesting that they nominate a pro- 
spective agent. The card also promotes 
the company’s “Expansion Club” which 
entitles an agent to $100 if the person 
he nominates is contracted and pro- 
duces $100,000 or more paid business 
in his first contract year. In six months, 
93 agents have been nominated and 18 
have been contracted. 

Mr. Busche noted that promotion of 
recruiting from the home office is not 
enough and field training of general 
agents on recruiting methods is neces- 
sary. His duties are to show general 
agents how to get nominations from 
various sources. 

His field training visit also gives the 
opportunity to show the general agents 





Happy bunch of customers 


for Valley Forge Life’s 
“JUVENILE SPECIAL“’ 


A $1000 “Juvenile Special” Life insurance policy 
automatically increases to $5000 at age 21. But 
the low “Juvenile” premium never changes, and the 
policy is fully paid at 65. This is only one of many 
attractive programs available to life and health 
agents. For details, write VALLEY FORGE LIFE 
INSURANCE COMPANY, Reading, Pa. Member of 
the American Casualty Group. 


Do 


IN THESE STATES: Alabama, California, Delaware, District of Columbia, Florida, Georgia, 
Idaho, Illinois, Lovisiana, Maine, Maryland, Michigan, Minnesota, New Jersey, North Car- 
olina, Ohio, Pennsylvania, Tennessee, Texas, Utah, Virginia, West Virginia and Wisconsin 
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how to administer various tests and 
the aptitude index, show recruiting 
films and present life insurance as a 
career. “Our general agents then know 
at the end of each trip what the com- 
pany expects.” 

The combination of promotion with 
field and home office training has 
given “pleasing results,” he said. In 
addition, the number of agents ex- 
ceeding $1 million of paid business 
more than doubled in the past year. 
The emphasis on new and experienced 
full-time career agents paid off with a 
50% increase and a “substantial de- 
crease in agents moving horizontally 
from other companies to ours,” he 
concluded. 


Frison Elected President 
Of St. Paul A&S Group 


Frank Frison, California Life, has 
been elected president of St. Paul 
Health Underwriters Assn., succeeding 
Earl Cook, Wisconsin National Life, 
who becomes chairman. 

Lloyd A. Dosh, Washington National, 
is the new vice-president and Robert 
A. Peterson, Guarantee Mutual, was 
reelected secretary-treasurer. 


April 8, whorl 8. | 











New Handbook df © 
Oklahoma Printed 


A new Underwriters Handh 
of Oklahoma has just been py 
lished by the National Unde 
Co. It provides complete and up-t 
date information on the agencies 
companies, field men, gener 
agents, groups and other Organizy. 
tions affiliated with insu f 
throughout the state. Copies of 
new Oklahoma handbook may ® 
obtained from the National Unde. 
writer Co. at 420 East F 












































Denis Maduro To Address wa Sey 


N. Y. C. Supervisors Assn, fended t 

Denis B. Maduro, New York (ip rontribute 
lawyer and specialist in pension ay tched, 
profit sharing plans, executive ¢gp. 
pensation and estate planning, wil] ,.%& pro: 
the speaker at the meeting of Ney 
York City Life Supervisors Assn, yf 2e2°Y : 
the Brass Rail Restaurant, April } nouncing 
The title of his speech is “Points g ie Prog 
Interest to Corporate Executives,” 
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Decreasing Term 
With All The Advantages 


&z. Not just a few, but all the advantages come with 
Occidental’s Income Protection Plan. This plan, 
best selling one in our ratebook, provides: 


FLEXIBILITY: May be written for any period from 
10 to 50 years. Issued as policy or rider. Payable as 
monthly income or in a lump sum. 


CONVERTIBILITY: All the way to age 65 for full 
amount then at risk. No evidence of insurability 


LOW COST: At age 30, a yearly premium of $150.25 
will buy $250 a month for 20 years from date of | jine 


We pay Lifetime Renewals...they last as long as you do! 


Fut also 
join in su 


for optior 
other. org 
and to sa 
ities Corp. 


i : initi Anothe: 

issue; $47,400 initial commuted value. nino 

EXTRA FEATURES: We'll add disability income and pte 

accident indemnity clauses, and issue it substandard. = ge 
on 

TOP COMMISSIONS: When the initial amount is => 

$20,000 or more, we pay our top commissions! being rei 

. . or $90,001 

( Average size policy last year — $26,007.) This pr 

ee P : incorporat 

Each of these advantages is important. Occidental’s _ | Companie 

Income Protection Plan offers them all! 15% of th 

tion Alli 

Ltd. has : 

OCCIDENTAL LIFE } seem 

Insurance Company of California pal 

Home Office: Los Angeles / Earl Clark, C.L.U., Vice President comprisin 

(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) Key Li 

$200,000 
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ok Dy ageina Life Backs 

ok Dt 

integ id To Colleges 

inte tna Life group has established a 
> Handbogfgram of aid to higher education, 






been Pub. 





juding 2 new incentive payment 
wre that could increase the group’s 
tribution by 25%. Under the plan, 
up will match contributions 
by its employes to universities 
colleges, up to a maximum of 
599 a year for each employe. 
group will also increase its 
shing contribution by 25% if more 
, half an institution’s alumni are 
atributors, boosting the group’s max- 
ym donation to $625. 
NM other features of the plan provide 
hat contributions made by the wife 
an employe will be matched, that 
,employe or his wife need not have 
the institution to which they 
tribute to have their donation 
matched, and that eligible schools in- 
de universities, colleges, junior col- 
heges, professional schools, and grad- 
te schools. 
Henry S. Beers, president, in an- 
nouncing the plan, stated that through 
this program of matching grants, and 
ly through the incentive pay- 
ment feature, the company hopes to 
encourage not only its own employes 
put also college alumni everywhere to 
join in support of higher education. 
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Two New III. Insurers 


One million shares of stock in a new 
life insurance company in Illinois are 
being offered citizens of that state at 
a price of $4 a share. The new com- 
pany is Republic Investors Life, and 
sling the stock at 15% commission 
($600,000) is Quad City Securities 
Corp. of Silvis, Ill. After the sale of 
the one million shares, there will be 
250,000 shares left of authorized but 
unissued stock, and this will be saved 
for options for the incorporators and 
other. organizers and key personnel, 
and to salesmen of Quad City Secur- 
ities Corp.. none of whom will pay less 
than $4. 

Republic Investors Life will locate 
itself in Rock Island County, IIl., from 
whence it will operate a life and A&S 
business under the leadership of its 
incorporators, headed by Earl C. Hud- 
gens, former vice-president of First 
Pyramid Life and vice-president ind 
agency director of American Republic 
Life and president of Empire Life of 
Little Rock; and Julius M. Lytton, 
attorney of East Moline; John K. Sham- 
burger, Little Rock attorney; Glen A. 
Jordan, motel owner; Verlin Chapman, 


with 
in, 


from 
rable as 


full 
lity 


150.25 
e of 


Securities Research Institute, and Wil- 
Ps. L. Dalton, attorney of East Mo- 
Another prospectus circulating in 
Illinois is for the Key Life, which 
intends to set up a home office in Pe- 
oria after selling 200,000 shares at $3 
each. The company is authorized one 
million shares. The par is $1, and the 
5 sale is being conducted by Allied De- 
; velopment Companies Ltd., which is 
S: being reimbursed at the rate of 15%, 
or $90,000 on this issue. 

_ This prospectus points out that the 
iIncorporators and Allied Development 
Companies Ltd. are taking no less than 
15% of the 200,000 shares, and in addi- 
tion Allied Development Companies 
Ltd. has the right to subscribe for an 
additional 105,000 shares, so that the 
general public is assured, in the ag- 
fregate, of the right to subscribe with 
certainty “for only 65,000 of the shares 
‘omprising this offering.” 

Key Life would start business with 
$200,000 capital and $310,000 surplus. 
who have indicated willing- 
hess to serve as directors and perma- 


do! 








farmer; Walter H. Flanigan, manager 


John Hancock Expands 


Automation Operation 

John Hancock has expanded its au- 
tomation operation with the addition 
of an IBM 17070 computer. In 1954, 
the company installed an IBM 650. 

Faster and more powerful than its 
predecessor, the new system is a solid- 
state computer whose decision-making 
mechanism operates on a transistor 
system rather than the vacuum tubes 
of first generation computers. 

Made up of more than 30,000 tran- 
sistors, the 7070 can perform over 1% 
million logical operations a minute, 
and then apply them to a policy master 
file on a reel of magnetic tape. John 
Hancock has a satellite computer, a 
recently installed IBM 1401, which 
supplements the operations of the 7070 
by converting information from 
cards to tape before it goes into the 
larger computer and then on to cards 
when it comes out. Together, the two 
systems will permit the company to 
screen and update more than 2% mil- 
lion of its monthly debit ordinary pol- 
icies daily. 


Gershen Konikow Leading 
Producer Of Monarch Life 


Gershen Konikow, Monarch Life’s 
general agent at New York, will re- 
ceive the company’s highest produc- 
tion award, the president’s cup, at a 
banquet in New York, April 8. Mr. 
Konikow, the first man to win the 
award both as an agent and general 
agent, first captured the prize in 1957, 
when he set four production records. 

As Monarch’s leading general agent, 
he headed the company’s advisory 
council when it met in San Juan, 
P.R., recently. Mr. Konikow and seven 
of his agents received a president’s 
club pin for their 1960 production ac- 
complishments. 


Program Is Ready For LIC 
Meeting At Miami Beach 
(CONTINUED FROM PAGE 1) 
Life & Health, as moderator. Panelists 
are company presidents J. T. Acree Jr., 
Lincoln-Income Life; W. T. Leith, 
Peoples Life, D.C.; T. C. McCullough, 
Union National, La., and D. C. Wil- 
liams, Southland Life. 

The past president’s banquet is on 
April 14, at which the new officers are 
formally introduced. The traditional 
golf tournament continues to be a fea- 
ture of the entertainment portion of 
the program. On April 12, there is an 
informal social hour. 





nent officers are listed and these peo- 
ple are: Clark Dodsworth, farmer and 
rancher in Illinois and vice-president 
of Great East Assurance; John R. Ed- 
wards, chairman of Great Eastern As- 
surance; M. D. Edwards, who has been 
responsible for the recruiting and 
training of over 500 sales representa- 
tives who in turn have been respon- 
sible for the building of four highly 
successful life insurance companies; 
J. E. Foster Jr., formerly with Inves- 
tors Security Life of Springfield, and 
South Land Security Life; J. M. Hun- 
ley, President H&B Ready Mixed Con- 
crete Inc.; I. A. Maercker, manager of 
Memorial Consultants for Swan Lake 
and Hillcrest Memorial Gardens; W. 
A. Mulligan, president Great Eastern 
Assurance; L. J. Olson, formerly a 
million dollar producer for Investors 
Security Life of Illinois; S. E. Pack, 
general manager at Jacksonville, Ill. 
of Anderson, Clayton’ & Co.; A. V. 
Salamone, manager of the Howard 
Johnson Restaurant at Rockford, II1.; 
Sherrill Taylor, with J. Walter Thomp- 
son in Chicago; H. W. Woodruff, Pe- 
oria attorney. 
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INSURANCE 
ACCOUNTANT 


American Republic Insurance Company, Des 
Moines, lowa, has opening on its Home Office 
staff for an accountant who is thoroughly fa- 
miliar with life insurance accounting procedures 
and annual statement work. 


This is an exceptional opportunity for an alert, 
intelligent, congenial young man to grow with 
one of the most progressive and most finan- 
cially sound insurance companies in the country.’ 
Position offers good salary potential and un- 
equalled employee benefits. 

Preferred is a man 35 years of age or younger. 
College degree in accounting essential. 


Expenses of moving to Des Moines would be 
paid by American Republic Insurance Com- 
pany. In a letter addressed to: 


Mr. R. G. Harper, Vice President 
American Republic Insurance Company 
P.0. Box 1296 

Des Moines, lowa 


Outline in detail particulars concerning expe- 
rience and education, salary expectations, and 
enclose a recent photo. 


WANTED:. 


CAPABLE AND QUALIFIED 
AGENCY DIRECTOR 


to produce within his first year a mini- 
mum new life premium of 


$100,000.00 


If you can convince us that you can ac- 
complish this, and can keep on adding 
new business, you will be given a salary of 


$15,000.00 


AND many other benefits, including a 
most attractive and profitable incentive 
bonus. 











Many exclusive plans in a modern, com- 
petitive portfolio. Domiciled in Connect- 
icut, now licensed in || states. 


Give details in reply to X-51, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 














WANTED 
REGIONAL SUPERINTENDENTS 


Must have had successful experience in 
recruiting and developing full time Life 
and A&S agents. Age 28-45. Some college 
desired. Three positions open. Develop 
Northern Illinois, Michigan and Northern 
Ohio. Attractive Salary—Realistic Bonus 
Arrangements—Group and Pension bene- 
fits—Company Auto and expense account. 
This Company is over 50 years old and is 
embarking upon an expansion program. If 
you are interested in this opportunity, sub- 
mit a resume complete with photograph to 
X-63, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. Inquiries 
held strictly confidential. 


LIFE BROKERAGE 
SUPERVISORS 


Three men ded to ge our Life 
brokerage operations in Chicago, Phila. 
& Los Angeles. Must develop Life business 
through licensed agents and brokers. At 
least 5 yrs. exp. in selling, agency super- 
vision & brokerage in the ordinary field, 
also good working knowledge of Group 
Life and A&H brokerage development 
necessary. Position offers excellent salary, 
car & expenses, plus incentive. Send com- 
plete resume, or call Dir. of Sales, Valley 
Forge Life Insurance Co., Reading, Pa. 
Member of American Casualty Group. All 
replies confidential. 

















COMMUNICATION SPECIALIST 
AVAILABLE IMMEDIATELY 


Ten years experience successfully solving com- 
pany problems in communication, advertising, 
and policyholder relations. Outstanding record 
of proven results. Will augment present staff, 
organize complete department, or operate one- 


man shop. Broad background includes life, 
group, A&H, plus fire and casualty. Age 37, 
resently in Hartford but willing to relocate. 


r complete resume write: X-3, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 


OVERSEAS AGENTS WANTED 
YOUR CHANCE TO SEE EUROPE 
AND MAKE MONEY 


A large American, Life Insurance Agency with 
offices in Comers. France, England, | Italy, 
Spain and Switzerland, selling to American 
military personnel, their dependents and civil- 
ians, has opening for a Limited number of 
EXPERIENCED life insurance salesmen. Several 
of present agents in Europe selling 2 to 3 
MILLION a year. (Those remaining outside of 
U.S. 18 months or longer enjoy special tox ad- 
vantage). Accepted applicants will be offered 
Top Contract, Fringe Benefits, Training and 
Financing. For further details send complete 
resume and small photo in confidence to X-52, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 














H.O. LIFE UNDERWRITER 


Opportunity for life underwriter, 3-5 years 
experience, at mid-town N.Y. home office 
of expanding life insurance company. Sal- 
ary commensurate with ability and expe- 
rience. Our personnel knows of this ad. 
Write NY-59, National Underwriter Co., 
17 John St., New York 38, N.Y. 


WANTED 
LIFE COMPANY MANAGER 


All lines Chicago stock company activat- 
ing life division. Seeks young aggressive, 
all ‘round man who understands under- 
writing, can formulate policies and mer- 
chandise through agent-broker setup. Op- 
portunity unlimited. Salary commensurate 
with ability. Write to X-66, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 
4, Illinois. 











WANTED FOR EUROPE 


A_ medium-to-large-sized comeeny with com- 
petitive portfolio willing to spend money and 
cooperate fully to develop a volume of hiqh 
quality business from U.S. military and ulti- 
mately from local market. Successful agency 
has reached plateau with present company. 
Write to X-38, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








UNDERWRITER 

Opening for underwriter with 2-5 years expe- 
tience in Life or Life and A & H Underwriting. 
Salary open. Write, giving details in first letter 
on education, experience, salary requirements, 
etc. Henry H. Wanke, Chief Underwriter, Secu- 
rity Benefit Life Insurance Company, 700 Harri- 
son, Topeka, Kansas. 
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Editorial Comment 


Emotion And The Replacement Problem 


An old friend of ours who is in a 
good position to observe happenings in 
the business offers some interesting 
comments on the replacement problems 
and the disturbance it is causing in 
the business. He wonders if possibly 
the business isn’t “getting into the 
same type of emotional battle about 
this situation that we got into two or 
three years ago with regard to mutual 
fund competition.” 

“In an era when the life insurance 
business as a whole has fallen behind 
the growth of the economy, we permit 
ourselves to get emotional and irra- 
tional over replacement of business 
when we ought to be more concerned 
with seeing to it that everybody is 
adequately insured, not only as to 
amounts of life insurance but as to 
the amount of premium put into it—in 
other words, the use of life insurance 
for both a protective device and a sav- 
ings device,” he writes. 

“We went through somewhat the 
same thing with regard to mutual funds 
competition. We got all excited about 
the fact that the mutual funds guys 
were saying that they could make more 
money, and so on, but we forgot that 
no reputable investment counselor can 
be found who does hot recommend that 
people keep 40 or 50 or 60%—de- 
pending on the particular economy— 
in fixed dollar investments. We forgot 
that we have the best fixed dollar in- 
vestment for the average individual 
(as contrasted with the institutions.) 
Therefore, we tended to fight back 
against the mutual funds salesmen 
with great emotion, rather than with 
facts. 

“Now we come to this replacement 
thing. I happen to own over $100,000 
of ordinary life in a non-par company, 
issued since 1950, and in a company 
which in the past few years came out 
with ‘cheaper-by-the-dozen’ on a very 
sound premium basis. Yet no one from 
that company or from any other has 
come around to explain to me why or 
why not I should possible trade this 
insurance in. At the same time, most 
of us are so underinsured that if the 


replacers would concentrate on get- 
ting that gap filled, wouldn’t the peo- 
ple and the salesmen and the compa- 
nies be farther ahead?” 

We answered this letter more or 
less as follows: 

“If by ‘emotionalism’ you mean an 
impassioned but not very analytical 
assailing of all replacements without 
attempting to draw distinctions be- 
tween the warranted and unwarrant- 
ed, then I share your concern. Too 
many life insurance men seem to think 
that by lashing out against replace- 
ments they are accomplishing some- 
thing. They bristle and get red in the 
face at the mere suggestion that a re- 
placement could ever be anything but 
a losing proposition for the policy- 
holder. 

“They and many less excitable peo- 
ple in the business see the large-scale 
wrecking of life insurance reserves 
and want something done about it. But 
nearly all of them refuse to take the 
obvious first step, which is to find out, 
even approximately, how replacing is 
going on. They reject the next step, 
which would be to arrive at some ob- 
jective standards that would enable 
us to distinguish a bad replacement 
from a good one. Naturally, there 
would be some borderline situations 
in which it would be impossible to say 
categorically that replacement was 
either warranted or unwarranted. 

“Though I agree with you that emo- 
tion is a poor substitute for research 
and hard thinking, I emphatically do 
not agree that emotion is out of place 
when it comes to dramatizing the 
urgency of the replacement problem 
and pushing for intelligent solutions 
of it. There is all the difference in 
the world between using emotion in- 
stead of brains and using emotion to 
give drive and impact to a soundly 
evolved strategy. 

“Regarding your mutual funds anal- 
ogy, I agree with you that emotion was 
used by some people as a substitute 


for sense, when it should have been 
used to dramatize the incomparable 
superiority of life insurance. But I 


don’t agree with your implication that 
the excitement wasn’t warranted. A 
very large part of today’s replacement 
problem is due to the activity of vari- 
ous types of advisers, including many 
who hold life agents’ licenses, in per- 
suading people that they should sur- 
render their permanent life insurance, 
replace it with term and use the val- 
ues so “liberated” to invest in mutual 
funds or in the stock market. 

“Regardless of the fact—and I won- 
der what survey established it as a 
fact—that ‘no reputable investment 
counselor can be found who does not 
recommend that people keep 40 or 50 
or 60% . in fixed dollar invest- 
ments for the average individual,’ 
much of the replacement problem is 
among policyholders who have no- 
where near enough net worth to even 
think of retaining an investment coun- 
selor. 

“The real tragedies are among peo- 
ple who shouldn’t be putting money 
into anything more speculative than a 
life insurance policy or a savings bank 
account. These are the people who 
think that those ‘good sound stocks’ 
are comparable in safety with life in- 
surance casa values. 

“Undoubtedly we all ought to be 
more concerned than we are with see- 
ing to it that everybody is adequately 
insured, not only as respects face 
amounts but premiums as well. But 
isn’t that like telling the crew of a 
leaking ship, ‘Never mind about fixing 
the leak. Just pump faster.’ I think 
we should fix the leak and not just 
pump faster. Neither is a substitute 
for the other. 

“You comment that most of us are 
so underinsured that if the replacers 
would concentrate on getting that gap 
filled, wouldn’t the people and the 
salesmen and the companies be farther 
ahead? Yes, of course. But the big 
word there is ‘IF.’ Many of these re- 
placers don’t know any other way to 
sell. The replacement sale is an easy 
one. There’s little of the hard-working, 
creative job of persuasion that goes 
into the typical sale that adds to a 
man’s permanent insurance. Do you 
think many replacers are going to quit 
these easy sales and do the kind of 
job you think it would be nice for 


them to do? They’re not much wor- 


ried about any ‘gap.’ 
“I don’t think the non-replacing 


agent needs any reminding that we 
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THOMAS E. GAHN, 63, vice-pret 
dent and sales manager of : a 
Commercial Life of Alexandria, 
died. 8 








Norman N. Strom has_ become | 
partner in Arthur Stedry Hansen, com 
sulting actuary firm of Chicago, Dale 
and Denver. Since 1956, he has bee 
in charge of the research and 
department. 
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g. W. Cornelius of Bacon, Whipple & Co. 
rr LaSalle Street, Chicago, April 4, 1961 
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LIFE INSURANCE EDITION 


Oates Will Lead Off 
Schedule Of Events At 
HOLUA Annual Meeting 


James F. Oates, president and chair- 
man of Equitable Society, will be the 
lead-off speaker at the annual meet- 
ing of Home Office Life Underwriters 
Assn., April 13-15, at the Greenbrier, 
White Sulphur Springs, W. Va. 

He will be followed by Richard F. 
Neuschel, director of the management 
consultant firm of McKinsey & Co., 
who will discuss the contribution of 
an underwriting department to com- 
pany vitality. The election of officers 
will follow the speeches. 

The second day of the meeting will 
open with a talk on underwriting and 
law by Hugh S. Campbell, vice-presi- 
dent and counsel of Phoenix Mutual 
Life, after which a medical panel will 
discuss a number of topics, including 
chest pain, cholesterol and blood pres- 
sure control by medication. The morn- 
ing session will conclude with a presi- 
dential address by William E. Walsh, 
vice-president of Equitable Society. 


Special Risks 


The afternoon sessions will be 
turned over to two informal discussion 
groups, one on office practices and pro- 
cedures and the other on general un- 
derwriting problems. 

The occupational and special risks 
committee will present its program on 
the last day of the meeting. Eugene 
H. Smith, National Life & Accident, 
will speak on mining dangers. He will 
be followed by Vice-Admiral James 


A. Hirchfield of the U. S. Coast - 


Guard, whose subject will be hazards 
at sea. After that, there will be a 
symposium on special risks—nuclear 
submarines, gliding and soaring, for- 
eign travel and residence, automobile 
and motorcycle racing and helicopters. 

The meeting will close with a talk 
by James A. Campbell, retired vice- 
president and chief actuary of London 
Life, who will speak on a single stand- 
ard of selection. 


End-Of-Month Bid 
Prices Are Reported 
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Company 12/31/59 12/30/60 3/30/61 
North Am. Life ee 14% 15 
Northeastern ...... 12 12% 17% 
North Central Cok. wesc seseee 9% 15% 
BRONGIE BERUOE  Gicsctrersncscsesncsssssesse: ccateel Gan 43% 
Northern Ins. .... 414% 41% 45% 
Northern Life ..... 136 130 135 
N. W. National ....... 98 88 96 
N. W. Natl. Life . 97 90 95 
Ohio Casualty .... 28% 24 29% 
Old Line Life 72 60 65 
Old Republic ...... 14 14% 16% 
Old Republic Life ................ 15% 18% 21% 
Pacific 55 5712 
Pacific Indem. ........ 21% 33 3642 
Pacific Natl. Life 18 15% 21 
Peerless _........... 22 22% 24% 
Peoples Life .. 40 34% 40 
Philadelphia Life 43% 55 55 
o> eee 82% 83 91 
Prov. Wash. ......... 20% 18% 24 
Provident L. & A. 99 1 104 
Quaker City Life .. 46%, 44 4712 
Reins. Corp. ........ 19 21% 25 
Reliance ........... 4642 53% 66% 
Republic _ ...........0 28%2 27 32 
Repub. Nat. Life 33 33142 47 
St. Paul F. & M. 60% 61 13% 
Seaboard Surety 43 39 42 
Security  .............. 42 55 56 
Security L. & A. .. 38% #33 52 
Sec. Life & Trust .... 47%, 41% 52 
Southland Life ....... 97 


Southwestern Life 
Springfield F. & M 
Standard Acc. 
Standard Life .... 
Transamerica 
Travelers 


Unite: 
United Serv. Life .. 
. S. BF. G. 





West Coast Life 
Westchest Fire 
Western Cas. 
Wis. Natl. Life .... 
+ Two for one spli 
* Adjusted for split 
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Pleads Guilty To One 
Charge In Forging Of 
Policy Loan Checks 


NEW YORK—Roy Weston, presi- 
dent of a brokerage firm here, has 
been allowed to plead guilty in general 
sessions court to one count of a 135- 
count indictment which accused him 
of stealing $225,000, forging loan re- 
quests on life policies in his custody 
and then forging endorsements on the 
loan checks. Mr. Weston pleaded guil- 
ty to the one charge. 

The one-count guilty plea, this on a 
grand larceny indictment charging 
Mr. Weston with theft of $14,000, cov- 
ered all counts on the earlier indict- 
ment, meaning that the other 134 
counts were dropped. Sentencing has 
been scheduled for April 27, at which 
time Mr. Weston could receive up to 
10 years’ imprisonment. 

American L.&A. Raises Capital 

American Life & Accident of St. 
Louis has increased its capital from 
$25,000 to $100,000 by declaration of a 
stock dividend. The company now has 
10,000 shares of $1 par stock. 


Conventions 


April 12-13, New York State Assn., of Life Un- 
derwriters, “Appleknockers” sales caravan, 
hamber of C ce Auditorium, Roches- 
ter, April 12, and Sheraton-Ten Eyck Hotel, 
Albany, April 13. 

April 12-15 Life Insurers Conference, annual, 
Americana Hotel, Bal Harbour, Fla. 

April 13-15, Home Office Life Underwriters 
Assn., annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

April 16-20, National Assn. of Life Under- 
writers, midyear, Galt Ocean Mile Hotel, 
Ft. Lauderdale, Fla. 

April 16-22, CLU Institute, University of Geor- 
gia, Athens. 

April 17-18, Life Insurance Agency Manage- 
ment Assn., A&S meeting, Edgewater Beach 
Hotel, Chicago. 

April 23-25, National Assn. of Insurance Com- 
missioners, Zone V, Town House Hotel, 
Omaha. 

April 25-27, National Assn. of Insurance Com- 
missioners, Zone II, Dupont Hotel, Wilming- 
ton. 

April 26-28, Life Insurance Agency Management 

ssn., combination companies conference, 
Shoreham Hotel, Washington, D. C. 

May 5, Middle Atlantic Actuarial Club, Jeffer- 

-. Standard Country Club, Greensboro, 





May 8-9, Assn. of Life Insurance Counsel, mid- 
ag The Greenbrier, White Sulphur Springs, 
. Va. 
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Success with State Life 


If you want to be a successful career underwriter there is really no mystery 
to finding the right trail . .. and bloodhounds are no help at all. Your first 
clue is to get in touch with State Life where you will find all the help you 
need to reach a greater sales and income potential than ever before. 

Those who qualify enjoy a high, liberal commission contract with retire- 
ment features, hospitalization and major medical benefits, career financ- 
ing, bonuses for volume and persistency, full educational facilities and a 
host of other advantages too numerous to state. 

So, why not capture for yourself from this good, fast-growing, aggressive 
company, one of the many excellent agency opportunities now available? 


No obligation for investigating. 


DIHL H. LUCUS— Vice-President and Director of Agencies 
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WHO 
TURNS 
HIS 
BACK 

ON | 
P RANCY |} 
OFFERS 


You’re the kind of man we want. A successful agent — happy in his work. The career 
opportunity we have to offer you is so unique among major life insurance companies that we 
believe even you will want to turn around and take a good hard look at it. Inquire by writing to 
Murray Longworth, President, United of Omaha, Omaha, Nebraska. 


United 


OF OMAHA 


UNITED BENEFIT LIFE 
INSURANCE COMPANY 
OMAHA, NEBRASKA 
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